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INDEX VISIBLE 


Gives Brentano’s Greater Speed and Accuracy 
in Credit Authorization 











Read what the executives of this world-famous book store say regarding 


their I-V-I Card Record System: 














After carefully examining the merits of various visible index systems, 


we decided that most in the way of quick reference 
Leading stores throughout the United States oe offe red the most y f q f ‘ 


endl Canada wee laden Viele fer fesse coodis flexibility and accurate work in the matter of credit authorization. Our ex- 


authorization and better service. Experience perience with Index Visible convinces us of our wisdom in the selection of 
shows that this improved visible card record 


system not only gives the greatest speed in 
handling credits, but that by its use errors are 
practically eliminated and the cost of clerkhire 


your system. 


We have found it of immense advantage over the old hidden card system, 


materially reduced. and in our opinion your system embraces many points of superiority over 
a a others, and while we have not given it a long test, we believe that the con- 
and other literature. struction of all the materials is such as to warrant durability and low up-keep. 


Yours very truly, 
BRENTANO’S 


NDEX VISIBLE 


Card Record Systems 


INDEX VISIBLE, Inc. 
Main Office and Factory, New Haven, Conn. 








Sales and Service Offices in Leading Cities 
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What it Means to be a 
| Client of this Organization 





You are furnished with — 

| (1) A most unique credit service unlike any other in existence. 
| 

| 


(2) Credit protective methods for handling delinquents and eollecting them 
by psychological means. 


(3) A national credit reporting system. 





(4) Credit Forecast, a monthly, confidential publication, covering business 
prospects and conditions. 


ay | (5) A tracing department for locating missing debtors. 

ation (6) A freight traffic department for auditing your freight bills to detect over- 
charges and for tracing lost shipments. 

zarding (7) Legal assistance and attorneys in every county of the United States to 

> | 


handle and enforce collections. 


(8) A vast organization consisting of six thousand field inspectors to represent 
you with personal service. 


™ (9) An individual bond issued by the National Surety Company of New York, 
. the largest surety company in the world which backs us and assures you 





ce, of a definite recovery. 
= You are furnished with all these features to be used extensively when you 
of are a client of this company. 

All through our endless chain of practical efficiency is woven the golden 
™ thread of psychology—Always attract, Never repel. And the triune of Scope, 

” Practicability and Phychology have built the history of our un-paralleled 

ver success. 
‘on- ' : . 

You can almost hear the tread of our trained, confidential Inspectors and 
ep. Adjusters, covering the entire country in our spot service. 


An individual bond covering a definite recovery is furnished to each client 
0's by the National Surety Company, acknowledged to be the largest surety com- 
pany in the world. 






MERICAN SECURITY CREDIT x Coomanty 


American Security Building. St. Louis, U. S. A. 




















Your Name 





In our files 





as a client 


Insures You 


Quick, energetic, in- 








telligent service, and 


Returns 


Bevond vour 








expectations 


H.G. Bittleston Law & Collection Agency, Inc. 
Suite 1211 Citizens National Bank Building 
Los Angeles, California 


“We get the coin — we pay” 





Southern California Service 
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Offictal Organ of the 


RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 


Issued Monthly 


Daviv J. Wooptock, Editor 


Subscription: $5.00 Per Year 


Executive Offices, 312-314 North Sixth Street, St. Louis, Mo. 


Entered as Second Class Matter, November 4, 1916, at Post Office at St. Louis, Mo., Under Act of March 3 


Statement of the Ownership, Manage- 
ment, Circulation, etc., required by the Act 
of Congress of August 24, 1912, of Credit 
World published monthly at St. Louis, Mo., 
for April 1, 1922. 

State of Missouri 
County of St. Louis 

Before me, a Notary Public in and for 
the State and county aforesaid, personally 
appeared David J. Woodlock, who, having 
been duly sworn according to law, depsses 
and says that he is the Editor and Pub- 
lisher of the Crepir Wortp, and that the 
following is, to the best of his knowledge 
and belief, a true statement of the owner- 
ship, management (and if a daily paper, 
the circulation), etc., of the aforesaid pub- 
lication for the date shown in the above 
caption, required by the Act of August 24, 
1912, embodied in section 443, Postal Laws 
and Regulations, printed on the reverse of 
this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: 

Publisher David J. Woodlock, St. Louis, 
Mo. 


Editor David J. Woodlock, St. Louis, Mo. 

Managing Editor David J. Woodlock, 
St. Louis, Mo. 

Business Manager David J. 
St. Louis, Mo. 


2. That the owners are: (Give names 


Woodlock, 


and addresses of individual owners, or if 
a corporation, give its name and the names 
and addresses of stockholders owning or 
holding 1 per cent or more of the total 
amount of stock.) 

The Retail Credit Men’s National Asso- 
ciation a Corporation. 

3. That the known bondholders, mort- 
Sages, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: 
(If there are none, so state.) 

None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockhold- 
rs, and security holders, if any, contain not 
only the list of stockholders and security 
holders as they appear upon the books of 


EDITORIAL 


the company but also, in cases where the 
stockholder or security holder appears upon 
the books of the company as trustee or in 
any other fiduciary relation, the name of 
the person or corporation for whom such 
trustee is acting, is given; also that the 
said two paragraphs contain statements em- 
bracing afhant’s full knowledge and belied 
as to the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
company as trustees, hold stock and securi- 
ties in a capacity other than that of a 
bona fide owner; and this afiant has no 
reason to believe that any other person, as- 
sociation, or corporation has any interest 
direct or indirect in the said stock, bonds, 
or other securities than as so stated by lim. 
5. That the average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, to 
paid subscribers during the six months pre- 
ceding the date shown above is .......... 
(This information is required from daily 
publications only.) Retail Credit Men's 
National Association. 
D. J. Woodlock, Editor. 
Sworn to and subscribed before me this 
15 day of April, 1922. 
W. F. Hammersmeir, 
Notary Public. 


TEN YEARS 
The Convention at Cleveland was our 


From a handful of 
members we have grown to over ten thou- 


tenth annual meeting. 


sand, and are proud of our rceord yet, when 
you consider the number of retailers in this 
country, it is not a great achievement. Sta- 
tistics show 550,000 retailers—surely we 
should have 10% of them in our ranks. 

There is only one way to get them: ask 
them to fill out an application. We have 
all the large stores, some of them carrying 
five or six memberships, and if the large 
merchant thinks enough of our work to give 
us his support and encouragement surely the 
smaller merchant has everything to gain by 
becoming a member. The more members, 
the greater service. Only one new member 
for each present member means 20,000. Will 
you do your share by securing one new mem- 
ber? 


3, 1879 


DAVID WILSON AHL 
UR new president, Mr. David 
Wilson Ahl, Credit Manager of 
the J. L. Hudson Co., Detroit, Mich., 
has been one of our most active and 
aggressive members. He was born 
in Newville, Cumberland County, 
Pa., received a high school education 
and attended Dickinson College at 
Carlisle for two years. He secured 
a position at the Hanover National 
Bank in New York and remained 
there six years, leaving to enter 
eredit department of John Wana- 
maker’s, New York. When Gimble 
Brothers opened their New York 
store he joined their organization as 
Assistant Credit Manager, and in 
January, 1918, became Credit Man- 
ager of The J. L. Hudson Co., at 
Detroit. Mr. Ahl is looked upon as 
one of the leading Retail Credit Men 
of the county and his office system 
has been pronounced as about per- 
fect. 


OUR FIRST VICE PRESIDENT 
Mr. William T. Snider, Credit Manager 
of Scruggs, Vandervoort & Barney D. G. 
Co., St. Louis, Mo., was elected First Vice 
President. Mr. Snider has been active in 
the councils of the Association for years, 
and from August, 1919, until his elevation 
to the Vice Presidency served on our Board 
He is also a member of the 

Credit Department Methods Committee. 
Those who know him realize that back of 
his quiet and unassuming nature is a world 


of Directors. 


of good sound business sense, secured by 
years of experience in retail credit work. 
For twenty-one years he has been connected 
with the Scruggs, Vandervoort & Barney D. 
G. Co., starting as a bookkeeper, later au- 
thorization clerk and for past 13 years in 
full charge of credit and collection depart- 
ment. 

Mr. Snider is one of our members whose 
advice and counsel is sought at both local 
and national meetings, and his selection as 
Vice President was a most popular choice. 
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L. T. PEASE 


In the selection of Mr. L. T. Pease as 
’ Second Vice President, we have again chosen 
a New Yorker as one of our leaders. Mr. 
Pease is treasurer of Ovingtons, 436-438 
Fifth Avenue, one of New York’s most at- 
tractive shops. 

After graduation from high school in 
1908, Mr. Pease secured a position as book- 
keeper at Ovingtons, and worked through 
In 1914 
he was made advertising manager and in 
1915 treasurer and director, being taken into 
the firm. His position is that of general 
manager, looking after all financing, credits 
and advertising. He is a popular member 
of the New York Local Association, having 


every department of the business. 


been president and director. 

In addition to his duties as second vice 
president, Mr, Pease is also chairman of our 
Finance Committee. 


CHARLES M. REED MARRIED 


Former National Director Chas. M. Reed, 
Secretary of the Retail Credit Men’s Asso- 
ciation at Denver, Colo., and one of our most 
popular members, was married June 3rd, the 
bride being Mrs. E. K. Bacon. A short 
honeymoon was spent at Colorado Springs, 
after which Mr. Reed left for the National 
Convention at Cleveland, his wife remain- 
ing in Denver to supervise the equipment 
of a beautiful little “love nest”, which they 
have just purchased. Mr. and Mrs. Reed 
have our official and personal well wishes. 


AN ATTRACTIVE BOOK 


One of the most attractive books we have 
seen in a long time is that issued by Brock 
& Co., Jewelers, Los Angeles, on the occa- 
sion of opening their new store, 513-515 W. 
7th St., said to be the most exquisitely beau- 
tiful retail jewelry store in America. Past 
president H. Victor Wright is secretary of 
the firm. 


A REAL MAN 


Several years ago we elected to our Board 
of Directors a man named David M. Strauss 
of St. Louis. “Dave” served a short term 
of one year, but in that period endeared him- 
self to all his associates. He was stricken 
with a sickness said to be incurable, but, 
with the spirit of the true Credit Man, he 
faced the ordeal and is, Thank God, still 
with us today. “Dave” has never given 
up his love or devotion to the national 
cause. Even though weakened by his long 
sickness, he called up Secretary Woodlock 
after the Cleveland Convention and upon 
learning that Mr. Snider had been advanced 
to the office of First Vice President insisted 
he be driven to Mr. Snider's office so he 
might personally offer his congratulations. 
David M. Strauss is a real man when it 
comes to remembering his friends, and his 
loyalty, steadfastness and determination are 
worthy the emulation of every member. 


E. W. NELSON 

With the possible exception of Wm. J 
Bryan, we venture the assertion that there 
is no other citizen of Lincoln, Nebraska, 
whose name is so well known throughout 
the United States as E. W. Nelson, and even 
though Mr. Nelson has served his term as 
President of our Asscoiation, we feel that 
he will, like the other distinguished citizen 
of Lincoln, continue to be a leading figure 
among retailers and credit granters. 

Struggling with more serious handicaps 
than ever fell to the lot of a President of 
this Association, he overcame them all by 
hard and conscientious work. ‘The problems 
of the year were many, not the least of 
which was that credit men were so busy 
with their store problems they had little or 
no time to give for Association work. This 
delayed the appointment of State Chairmen 
until one-third of his ten months’ term was 
passed, but Nelson never gave up. 

The Editor never met a man who has 
such a capacity for work, who knows better 
how to organize and systematize his daily 
routine so as to be doing something each 
moment, and who, no matter how busy, 
still finds time to think of his friends and 
with a courteous note or kindly thought helps 
brighten their lives. 

Mr. Nelson can now relax from the strain 
and responsibilities of the presidential office. 
He certainly has earned a vacation, and has 
the well wishes of 10,000 retail credit men, 
who hail him “brother”. 


A NEW FISCAL YEAR 


On June Ist we began a new fiscal year. 
Your accredited delegates to the Cleveland 
Convention have placed Mr. David Wilson 
Ahl, Credit Manager of the J. L. Hudson 
Co. at Detroit, at the head of our Asso- 
ciation, and your officers and directors have 
again selected David J. Woodlock as your 
Executive Officer. 

The perfecting of our plans for a Service 
Division and placing two of the ranking 
officers of the division on our Board of Di- 
rectors, the unusual activity among retail- 
ers in all parts of the land, the numerous 
matters of legislation pending, the increased 
call for co-operation on credits and ex- 
change of information, lead us to feel that 
this will be the best and most successful 
year in our history. 

But credit men do not build upon expec- 
tations; they must demand tangible realiza- 
tion, and therefore we call upon each mem- 
ber to help make our expectations into reali- 
zations. If each will do his part in spread- 
ing the gospel of organization for protec- 
tion on credits, if each will secure just one 
new member, we will accomplish what we 
have set out to do: make a 100% gain in 
both membership and service this year. 


The Credit World 


LOS ANGELES HOLDS BIG MEETING 


The Retail Merchant’s Association of Los 
Angeles, held an inspiring meeting on June 
27 at the Elk’s Club. It was an echo of 
the National Convention. Following was 
the Programme: 

MR. WILLIAM LOEWI, Manager Re- 
tailers’ Credit Association of San Francisco, 
and Dean of Retail Credit Men of Cali- 
fornia, will preside as CHAIRMAN. 

Our delegates to the Retail Credit Men’s 
National Association Convention, held in 
Cleveland, Ohio, will be present and will 
deliver short, snappy twenty-minute speeches, 

Music furnished by Ed. Lewis’ Famous 
Syncopated Orchestra. 

Convention papers by the following dele- 

gates will be read: 
“How to Obtain Information Necessary for 
Safely Opening an Account,” Geo. Kramer 
Jr., Credit Manager, Hale Bros., San Pitan 
cisco. 

“How to Handle, Suspend, or Close the 
Account when it Becomes Unsatisfactory, or 
is Considered Unprofitable,” D. W. “Ah 
Credit Manager the J. L. 
troit, Michigan. 

“Making the Credit Department a Busi- 
ness Producer,” Past National President, W. 
H. J. Taylor, Credit Manager, Franklin 
Simon & Co., New York. 

A short talk on “The Progress of the Re- 
tail Merchants Credit Association” by j, 
H. Van De Water, General Mgr. Retail 
Merchants Credit Association, Los Angeles. 

Reports on National Convention—Mr. J 
W. Lewis, Asst. Cashier, Union Bank & 
Trust Co., Los Angeles; Mr. S. E. Edger- 
ton, Credit Manager, Broadway Depart- 
ment Store, Los Angeles. 

Dinner 6:15 sharp. 


’ 


Hudson Co., De- 


Business Program adjourned promptly at 
9:30; Dancing 9:30 until 12:00. 

A good time guaranteed. 

Peppy Music. 

A Real Dinner, A Master Chairman, In- 
teresting Speeches, Ladies Especially Invited. 
All Credit Managers are personally re- 
quested and urged to arrange with their 
assistants to avail themselves of this great 
opportunity to learn more of the funda- 
mentals necessary to the proper performance 
of their duties. 

Dinner 2.00 per plate, including dancing. 

S. E. Edgerton, 
Chairman 
Geo. B. Zartman, 
Acting Chairman 
Entertainment Committee. 








ET stickers collect your 
bills. Effective and in- 
expensive. Write National 
Office for samples and price. 
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The Proceedings of the Tenth Annual 
Convention of the Retail Credit 
Men’s National Association 


Cleveland, Ohio, June 12-15, 1922 


[The stenographic report of the Proceedings of our Convention and Group Conrerences covers over 1500 sheets. The cost of publishing 


this in detail would be enormous, so we have used our ‘Blue Pencil’’ liberally and print only an abbreviated account of the meeting. 


Many important papers and discussions will be printed in detail in future issues. 


MONDAY MORNING SESSION 


HE Tenth Annual Convention of the 

Retail Credit Men’s National Asso- 

ciation was called to order by Presi- 
dent E. W. Nelson of Lincoln, Nebraska, at 
9:30 a. m., June 12th, in Hotel Cleveland, 
Cleveland, Ohio. After singing led by Har- 
per Garcia Smyth, prayer by Rev. Danl. F. 
Bradley and Address of Welcome by G. A. 
Gesell, Commissioner of Finance of Cleve- 
land, President Nelson introduced Mr. G. C. 
Driver, Presiderit of the Retail Credit Men’s 
Company of Cleveland. 

MR. DRIVER: Mr. Chairmen, men 
and women of the convention: We greet 
you with cordial hospitality. We extend to 
you a real honest-to-goodness welcome. The 
Cleveland Association feels particularly and 
peculiarly honored to act as host again to 
the national convention. As a habit it is a 
pleasure. Selfishness, I admit, may have 
prompted us to an extent to repeat our 1917 
invitation. Why? With you here, all the 
Cleveland members have the opportunity of 
receiving the benefit of a very instructive 
and constructive business program built up 
by our worthy National President. Second, 
we have the opportunity of renewing old ac- 
quaintances and making new and _ lasting 
friendships. 

Each member of the Cleveland Association 
is anxious to serve you and awaits your 
command. Cleveland’s latchstring, with the 
cellar key attached, is on the outside. Thank 
you. (Applause) 

PRESIDENT NELSON: The response of 
these splendid addresses of welcome will be 
delivered by Mr. C. N. Girsch, the Presi- 
dent of the Chicago Association of Retail 
Credit Men. (Applause) 

It is certainly an honor which I appre- 
ciate deeply to be afforded an opportunity 
to say just a few words in response to the 
cordial greetings which have just been ex- 
tended to us by Mr. Gesell who is repre- 


senting the Mayor, and Mr. Driver for the 
Credit Men of Cleveland. 

When the Board of Directors of our As- 
sociation last summer spread the good news 
that the City of Cleveland had been selected 
as the place for this convention, enthusiasm 














E. W. Netson, Past President 
Rudge & Guenzel Co. 
Lincoln, Nebr. 


prevailed, everyone seemed to be up on 
his toes, everything seemed in order for a 
great convention in Cleveland, and I dare 
say, looking at this assemblage this morn- 
ing, that the fondest anticipation of all will 
be fully realized. 

Mr. Gesell, I want to say to you for the 
Mayor, that we appreciate fully the greet- 
ing which you have extended to us. I as- 
sure you that each and everyone of us, when 
we have left the portals of your city at the 
termination of this conference, will go away 
the better men and women, both socially 
and commercially, and will ever remember 


D. J. Wooptock, Editor.} 


the wonderful convention in Cleveland in 
June of 1922. (Applause) 

PRESIDENT NELSON. We thank you, 
Mr. Girsch, for expressing our sentiments so 
splendidly. 

The President announces the appointment 
of the following committees: 

The Credentials Committee: A. J. Kruse, 
St. Louis, Chairman; S. R. Edgerton, Los 
Angeles; J. S. Brooks, Portland; Jno. W. 
Byng, Springfield, Mo.; J. H. Zelch, Pitts- 
burgh. 

The Resolutions Committee: C. J. Allen, 
St. Louis, Chairman; Francis Armstrong, Jr. 
Pittsburgh; F. A. Whitten, Oklahoma City; 
H. B. Ostermayer, Washington, D. C.; John 
H. Barrett, Baltimore. 

The By-Laws Committee: M. J. Solon, 
Minneapolis, Chairman; E. J. Dollard, San 
Francisco; C. J. Ailen, St. Louis; C. L. Ol- 
son, St. Paul; L. T. McMahon, Boston. 

Anyone desiring to have a resolution con- 
sidered by the convention, or an amendment 
to the By-Laws considered, will kindly pre- 
sent them to the chairmen of the respective 
committees. If the committee shouldn't 
agree with your ideas, they will invite you 
to meet with them and discuss the matter; 
and, if the committee does not see its way 
clear to report your resolution or your pro- 
posed amendment, you will have the privi- 
lege, if you so desire, to present it upon the 
floor of the convention at the proper time. 

The Nominating Committee: George 
Lawo, Memphis, Chairman; Franklin Black- 
stone, Pittsburgh; L. T. Pease, New York; 
J. Frank Jefferson, Spokane; E. B. Heller, 
St. Louis; E. W. Manahan, Boston; W. J. 
Witt, Milwaukee; N. C. Murge, Jr., Hous- 
ton; Lee S. Carrick, Detroit; Wm. Leowi, 
San Francisco; P. H. Carr, Minneapolis; F. 
W. Gerretson, Milwaukee, Wisc. 

We now come to the reports of the of- 
ficers. I will ask our Second Vice Presi- 
dent, Mr. Ahl, the ranking officer present, to 








take the Chair while the President delivers 
his annual report. 
(Applause as Mr. Ahl takes the Chair.) 
PRESIDENT NELSON: 
and directors have earnestly striven during 


Your officers 


the year to promote the welfare and growth 
of the National Association and enhance its 
value to the members as fully as possible. 
A net membership gain of 266 has been re- 
corded and much valuable service has been 
rendered despite the handicaps encountered 
because of trying business conditions. The 
Association is on the up-grade and should 
grow very rapidly in membership and serv- 
ice in the near future. 

The excellent recommendations contained 
in the reports of our former presidents have 
guided and inspired us in the development 
of the Association’s activities and services 
and are cordially commended to you and our 
successors for their assistance and the fur- 
ther development of this Association which 
holds such wonderful possibilities for serv- 
ice to the retail mercantile interests of our 
nation. 

A referendum was submitted to the direc- 
tors in regard to the convention date, in re- 
sponse to an oft-expressed desire for a 
change therein, and resulted in the selection 
As it is 


very desirable to pursue a stable course in 


of June for the 1922 convention. 


all of our Association’s business, as far as 
possible, we hope June may prove so gen- 
erally satisfactory that it will become our 
established convention month. Our conven- 
tion dates, immediately following the Whole- 
sale Credit Men’s Convention, were estab- 
lished for the possible convenience of credit 
grantors desiring to attend both conventions, 
and it is hoped that many may be accommo- 
dated thereby. 

We did not realize, when selecting the 
dates for our convention, that the By-Laws 
of the Controllers’ Congress provided for 
holding their annual 


meeting during the 


same week. This unfortunate conflict was 
carefully considered, during our semi-annual 
directors’ meeting, in the hope that it might 
be possible to change our convention date 
so as to avoid any inconvenience, and we 
sincerely regretted to find that many con- 
vention arrangements, already established, 
rendered such change impracticable. It is 
hoped that plans for a conference of Presi- 
dents of several national associations, re- 
cently proposed by the Associated Ad Clubs 
of the World, may result in some good ar- 
rangements for future convention dates of 
all concerned. 

Our new convention date necessitated clos- 
ing our fiscal year on May 31st instead of 
July 31st, as formerly. Our reports and ref- 
erences to the “year”, therefore, cover a ten 
months’ period. 

The Secretary’s report will fully review 
the details of the year’s activities and pro- 
vide information regarding present member- 
ship and financial conditions of the Asso- 
ciation. 


The chairmen of the various com- 


mittees will present complete reports and 
recommendations. 


The customary directors’ meeting was held 
at Houston immediately after the conven- 
tion, during which the 1922 convention city 
was selected; Secretary Woodlock was re- 
elected; the selection of an office manager 
was authorized and general plans were laid 
for the year’s work. The officers were em- 
powered to make new arrangements for pub- 
lishing the Credit World, along the general 
lines of the Credit World Committee Report 
and recommendations. 

A semi-annual meeting of the Board of 
Directors was held in Cleveland February 
20-22 and was attended by fourteen officers 
and directors. Many important Association 
matters were carefully considered and much 
good was accomplished. We recommend 
holding similar meetings each year in the 
convention city, whenever convenient. 

The President visited New Orleans, 
Memphis and St. Louis on his homeward 
journey, immediately after the Houston con- 
vention. He was cordially received and en- 
tertained at Memphis. A profitable day was 
spent at the National Office on Association 
business. A complimentary noon luncheon, 
given by former Director Strauss, and an 
evening dinner, with the compliments of Sec- 
retary Woodlock, were heartily enjoyed by a 
few St. Louis credit men and the writer. 

The President visited Omaha, Sioux City, 
Chicago, Cleveland, Des Moines, Milwaukee 
and Indianapolis on Association business 
during the year and was cordially received 
and kindly entertained on all of those oc- 
casions. Urgent National Association and 
store work compelled me to regretfully de- 
cline many invitations kindly extended by 
several cities during the year. 

The new plans for the Credit World were 
considered and agreed upon during the Na- 
tional Office visit of August 23rd. The de- 
tails thereof will be reported by Secretary 
Woodlock and E. B. Heller, Chairman of 
the Credit World Committee. 


A District Membership Plan was outlined 
during that day and subsequently placed in 
operation, as rapidly and completely as pos- 
sible. Many active members had urgently 
requested the promulgation of this plan, 
which we have very earnestly striven to 
The difficulty of 
securing District Chairmen who can or will 


operate during the year. 


devote sufficient time and attention to the 
work renders the plan impracticable, at pres- 
ent. 

Three District Chairmen worked well and 
I believe that best re- 
sults can be obtained by having the National 
Secretary handle the membership work di- 


secured good results. 


rect with the respective State Chairmen. In 
addition thereto, and in conjunction with the 
State Chairmen, the National Secretary 
should operate closely and directly, to some 
extent, with the Membership Chairmen in 


the principal cities. Personal contact and 
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“high-pressure” attention early and often are 
necessary to secure good membership results, 

Very active local associations, holding 
weekly or frequent meetings, which are af- 
fording much friendly service to the mem- 
bers, have been found to create interest and 
promote growth as well as convince store 
owners that the Association is of real value 
to them. Extra efforts should be exerted all 
along the line to “sell” our Association to 
the proprietors through meritorious service. 
thereby deserving and securing their moral 
and financial support, in an ever-increasing 
degree. 

Hon. Lawrence McDaniel, Attorney, of St. 
Louis, kindly offered his services to our As- 
sociation free of charge and has rendered 
valuable assistance on several occasions, for 
which we cordially thank him. 


The Credit World, under the new pub- 
lishing plan, is greatly improved, and, with 
additional advertising now confidently ex- 
pected, should become self-sustaining during 
the new year. Many details for still fur- 
ther improvement will, undoubtedly, be de- 
veloped by the new President, Board of Di- 
rectors and the Editor. Secretary Woodlock 
and E. B. Heller, Chairman of the Credit 
World Committee, are cordially commended 
for all the good results thus far accom- 
plished. 

The officers were authorized, during the 
semi-annual Directors’ Meetings, to issue 
and sell the Association’s interest-bearing 
certificates of indebtedness to our members 
up to $15,000 for the purpose of providing 
much needed working capital and have sold, 
up to May 31st, $9,000 thereof. Several local 
associations over-subscribed their quota. 
Many members purchased liberal quantities 
of these certificates for personal investment. 
Additional sales amounting to $1,000, in 
round numbers, have been reported up to 
the opening hour of this convention. Many 
local associations and members have re- 
ported their intention to buy some of these 
interest-bearing certificates in the near fu- 
ture. These certificates are payeble in five 
years and will surely be redeemed at ma- 
turity. It is urgently hoped that the loyal 
members of this Association will speedily 
subscribe for the remaining certificates. 

At a joint meeting of our Board and the 
Board of the Credit Service Exchange Di- 
vision 


during our semi-annual, a_ Joint 


Committee was appointed to prepare 
plans for further improving the Service Di- 
vision operating methods in order to make 
the Houston Amalgamation Plan as success- 
ful and satisfactory as we hoped it would be, 
when adopting the same. The Joint Com- 
mittee’s report will be submitted for the 
consideraton of the members assembled this 
afternoon. 

The National Office services have been en- 
larged and some new features have been 
The installation or 


development of additional service is recom- 


added during the year. 


mended as follows: 
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1. Procuring good credit office forms and 
issuing pamphlets containing the same to 
members desiring them. A separate pam- 
phlet could be devoted to all good copies of 
a certain form or class of forms which are 
closely related, etc. 

2, Enlarging the Bad Check Warning 
and Prosecution Service. 

3. Establishing a separate department in 
the National Office for receiving and record- 
ing derogatory information on skippers or 
persons who have left their former homes 
without settling their accounts. A very val- 
uable service could be developed if mem- 
bers and bureaus would report these mat- 
ters liberally to this special department, as 
well as promptly inquiring if the department 
has any information on a dubious newcomer. 
Such service will naturally cost money. Ap- 
preciation and repayment thereof should be 
evinced by additional new members, prompt 
renewals and suitable payment, in appro- 
priate instances. 

Readily recognizable good service will go 
far towards inspiring and cbtaining active 
assistance in membership work. Our mem- 
bership stability depends largely on appre- 
ciation of tangible benefits which inspire 
members to promptly renew, as well as sign- 
ing up their friends and acquaintances to 
whom they may conscientiously recommend 
our Association, because of good service ob- 
served and enjoyed. Let us then put our 
shoulder to the wheel all along the line to 
helpful accomplish- 
ment and good membership growth. 

Secretary Woodlock has labored faithfully 
and well for the development, growth and 
prosperity of our National Association. He 
has traveled extensively in the Association’s 
best interests, conducted several State and 
Regional conferences and diligently handled 
the vast amount of correspondence, Credit 
World work and general National Associa- 
tion business appertaining to his office. On 


promote best service, 














Davin W. Aut, National President 
The J. L. Hudson Co. 
Detroit, Mich. 


account of our financial condition a_per- 
manent office manager was not employed. 
Some arrangements should be speedily de- 
veloped for obtaining a permanent high- 
class office manager capable of relieving the 
Secretary of many minor details now un- 
profitably and _ attention 
which are urgently needed for the larger 
and more important phases of executive ac- 
tivity. 


consuming time 


Past Presidents Blandford, Blackstone and 
Lawo have graciously aided the President 
throughout the year, in response to his re- 
quests for advice, counsel and assistance. 
They have assisted liberally and efficiently 
in membership and other Association ac- 
tivities and grateful acknowledgment is cor- 
dially extended to each of them. 

Several directors and committeemen have 
rendered especially helpful services which 
have greatly aided your officers and pro- 
moted Association progress and usefulness. 
To all of them our hearty appreciation is 
extended. 


Mr. C. P. Younts, of Houston, Texas, and 
his assistants on our “Pay Your Bills Day” 
Committee for the Y. M. C. A. Thrift Week 
activities, last January secured publication 
of many good “Pay-up” ads and thereby 
rendered a distinct service to the credit 
grantors through this educational work. 


Past President Blackstone, Chairman of 
the Credit Department Methods Committee, 
and his associates thereupon have rendered 
a notable service to the members of our As- 
sociation in the report they have prepared 
and will submit, sectionally, during four 
portions of the convention. The members of 
this committee, meeting in Cleveland on Feb- 
ruary 17-18 of this year, devoted two faith- 
ful days to this work. Mr. E. B. Schick 
generously devoted much time and effort to 
preparing a tentative report of said meeting 
for the convenience of Chairman Blackstone 
and members of the committee in arranging 
a final report which has now been printed 
and will be distributed during the conven- 
tion to any members interested therein. The 
privilege of serving upon this committee and 
gathering the information naturally develop- 
ing during its deliberation will amply repay 
a Credit Manager and his employer for the 
time and expense involved. 

The well-considered Credit Department 
working plans contained in this report may 
be very profitably studied by the Credit 
Manager of any department store. Some 
features thereof can undoubtedly be profit- 
ably adopted in some form in any credit of- 
fice. 

I recommend the continuance of this Com- 
mittee, with Col. Blackstone as Chairman, 
for another year in order that they may pre- 
pare a final report for the 1923 convention, 
containing definite recommendations concern- 
ing an ideal system for each phase of credit 
office activities covered by the present re- 
port, as well as presenting any further 
plans they may develop during the new year. 
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Our very cordial expressions of apprecia- 
tion are extended to Chairman Blackstone 
for the very large amount of time and ef- 
fort he has so generously devoted to this 
work during the past two years. No one 
can estimate the amount of service the chair- 
man has rendered in outlining the work and 
supervising the preparation of this report 
unless closely associated with him. Col. 
Blackstone and his associates richly deserve 
and hereby receive the cordial thanks of the 
officers and members of this Association for 
their splendid contribution to this exception- 
ally useful and helpful National Association 
service. 

A special word of appreciation is due Mr. 
E. B. Heller and his assistant, Mr. W. J. 
Starr, for their excellent service in arrang- 
ing for the group conferences which are to 
be held on Tuesday and Wednesday after- 
noons of this convention. To realize the full 
value of their service one should attend all 
the group conference sessions in his particu- 
lar line. 

The splendid cooperation and service of 
the Cleveland Convention Committee in so 
kindly and thoroughly arranging all plans 
and details for a very successful and enjoy- 
able convention are gratefully acknowledged 
by your officers, with whom they have 
worked so pleasantly and extensively in de- 
veloping the convention arrangements. 

To all members who have contributed to 
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the success of the year’s work our apprecia- 
tion is heartily expressed. 

The Rudge & Guenzel Company have been 
exceptionally gracious throughout the year in 
permitting me to devote so much time to 
the National Association work and the grati- 
tude of our Association is cordially expressed 
to them and to my home office assistants for 
helping to carry on the store work during 
the time I have been so earnestly occupied 
with National Association service. 

The opportunity to render this National 
service has been appreciated and enjoyed by 
me and I feel amply repaid therefor in not- 
ing the growth and stable development our 
Association has recorded during the year. 
My interest in the National Association’s de- 
velopment and growth will be just as keen 
in future years as it has been during the 
past year; and, in fact, throughout my en- 
tire connection with this splendid organiza- 
tion. 

With an earnest expression of deepest 
gratitude for the exceptional courtesies ex- 
tended to me on every hand throughout the 
year and for the generally awakened in- 
terest in our National Association’s possi- 
bilities and activities, I have the honor to re- 
spectfully submit this annual report and to 
subscribe myself the sincere well-wisher of 
the Retail Credit Men’s National Associa- 
tion and its entire membership. I thank you. 
(Applause) 

...President Nelson resumes the Chair... 

Next in order is the Secretary’s report. 

SECRETARY WOODLOCK: Inasmuch 
as my report has been printed and passed 
out among you, there is no necessity of read- 
ing it. I would like, however, to call your 
attention to the fact that in making a com- 
parison with other years you must remember 
this report covers a period of only ten 
months as compared with twelve months in 
other years. 
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Retail Credit Men’s National Association 
Report of Secretary-Treasurer 
June 12, 1922 


TO THE OFFICERS AND MEMBERS OF 
THE RETAIL CREDIT MEN’S NATIONAL ASSOCIATION: 


The holding of our Convention this year in June in place of August, as was 
customary, made it necessary to close our books on May 31, 1922, this cutting two of 
our most productive months off our fiscal year. By most productive, I mean that 
during June and July we have always secured more new members than any other 
months and, as a result, more dues are payable during those months. It means a loss 
to this year’s administration of ten thousand dollars in additional revenue, and this 
fact should be taken into consideration in making comparison of figures. 

This year has been a most trying one upon your officers, because of the large 
number of cancellations of membership; many of these were due to a retrenchment 
policy by retailers, but more than half were because of local conditions, over which 
we had no control. 

Competing privately owned agencies and merchant owned rating bureaus, each 
having their following among credit men, divided some of our best local associations, 
most of these differences have been adjusted, and I sincerely hope that in future, 
where it is found necessary for the retailers of a city to establish a rating bureau, 
they advise our National Office before final action is taken, so we may use our influ- 
ence to create a working arrangement with any other existing bureau, thus preventing 
endless trouble and misunderstanding, which could be easily remedied by careful 
unprejudiced thought at the beginning. 


MEMBERSHIP 


During the year we enrolled 1,956 new members, but lost by cancellations and 
resignations 1,690, making a net gain of only 266 and giving us a total membership 
of 10,422 on May 31, 1922. 

While this is the smallest membership gain since 1914, we feel it is very satis- 
factory, considering conditions and the fact that comparison is being made of 10 
months against 12 months previously. 

Records show most commercial organizations have experienced losses in member- 
ship during this year, and we were no exception. 

Following is a list of membership by States, showing gain or loss; also member- 
ship of each local association: 








Aug. 1, 1921 New Cancelled May 31, 1922 
Alabama me i | ae 53 30 246 
Arizona ............ : eee = 13 3 2 14 
Arkansas i nee im a 21 11 122 
California . — seanies . 882 49 25 396 
Canada and England : 16 6 3 19 
INSERT r er, 25 15 173 
Connecticut esd . - 4 5 0 9 
I sie sscerseininnsns 4 3 0 7 
District of Columbia ‘ 80 52 7 125 
Florida... : 27 15 2 40 
Georgia . . —_ 3 5 23 
Idaho . ' ; 8 16 0 24 
Illinois . 131 14 14 131 
Indiana eubeasben 203 67 46 224 
lowa .......... ‘ “die . 110 37 256 
Kansas . 115 30 15 130 
Kentucky ace . 107 6 8 105 
Louisiana i . 2 27 2 96 
Maryland. ; ~ 1 1 11 
| ASST i haere em . 134 33 3 164 
TE: 46 7 347 
Michigan . Dine Nuanerate ue = 476 90 46 520 
Minnesota . , . 532 45 48 529 
| ETRE ereh eee ’ 11 16 0 27 
Missouri . ; — 224 222 1,003 
Montana . metas 17 50 4 63 
Nebraska .......... Uae alana ~~» 134 81 283 
Nevada . ; ek eae aT NEA —_ 1 0 0 1 
New Hampshire ees sis 2 0 0 2 
Newfoundland eaeaer ec 1 0 0 1 
_ 2 ae eee 11 8 101 
I ? 0 3 4 
New York 802 98 33 867 
i eee 13 2 1 14 
North Dakota................ 3 2 0 5 
IN sosaticcisaddaaseanstiiuaapbcdilnninttiiennicadeeins 953 203 223 933 
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wonadads . 381 


Oklahoma 50 
Oregon . 102 3 
Pennsylvania 707 58 
Rhode Island 33 7 
South Carolina 3 1 
South Dakota 99 9 
Tennessee 1,112 73 
Texas . 580 112 
Utah . 15 13 
Vermont 7 6 
Virginia 54 16 
Washington — 314 127 
West Virginia 23 6 
Wisconsin 236 3 
Wyoming 23 2 
10,156 1,956 

Aug. 

1921 

Alabama Albany .. 1 

Birmingham 180 

Montgomery 30 

Arkansas .. Fort Smith... 20 

Little Rock... 19 

Marianna 52 

California .Los Angeles .. 228 

San Francisco 97 

Colorado Denver . 107 

Pueblo .... 25 

District of Columbia... Washington 80 

Georgia Atlanta 18 

Idaho Boise 3 

Illinois. Chicago . 44 

Peoria 16 

Quincy .... 21 

Indiana Evansville 14 

Fort Wayne 9 

Indianapolis 66 

South Bend 28 

lowa Clinton. .... 8 

Davenport 63 

Des Moines 50 

lowa City... 8 

Sioux City... 33 

Kansas Leavenworth 0 

Topeka .... 17 

Wichita .... 53 

Kentucky Louisville 83 

Louisiana Alexandria 0 

New Orleans 35 

Shreveport 3 

Maryland Baltimore 133 

Massachusetts Boston .. 145 

Fall River 18 

Springfield 66 

Worcester 46 

Michigan A DCCPOIt .... 224 

Grand Rapids 21 

Kalamazoo 28 

Lansing ..... 101 

Minnesota Duluth .. 63 

Minneapolis 300 

St Pee 141 

Missouri. Bolivar 0 

Joplin ... 10 

Kansas City 157 

St. Joseph 78 

St. Louis... 619 

Springfield 108 

Montana Great Falls 3 

Nebraska Lincoln 100 

Omaha ....... 107 

New Jersey... Newark . 64 

Trenton .... 21 

New York .ATbany ..... 16 

Binghamton 17 

New York 623 

Syracuse .... 12 

Utica 46 





(Continued) 
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10 
191 
29 
16 
33 
28 


92 


118 
110 
30 
125 
15 
15 
52 
14 
15 
14 
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Convention Proceedings (Continued) 

PRESIDENT NELSON: I will ask Mr. 
Driver to introduce the Cleveland Conven- 
tion Committee. 

Mr. Driver introduces: 

Mr. Palmer of the Registration and Ho- 
tels Committee. 

Mr. Egler of the Registration and Hotels 
Committee. 

Mrs. Howard of the Ladies Entertainment 
Committee. 

Miss Branyon of the Ladies Entertainment 
Committee. 

Miss Radcliffe of the Ladies Entertain- 
ment Committee. 

Mr. Slater, a National Director and 
Chairman of the Entertainment Committee. 

Mr. Ost of the Entertainment Committee. 

Mr. Rippner of the Publicity Committee. 

Mr. Farnfield of the Entertainment Com- 
mittee. 

Mr. Walter of the Publicity Committee. 

Mr. Hoffman of the Exhibit Committee. 

Mr. Pegram of the Decorations Committee. 

Mr. Usher of the Banquet Committee. 

Mr. McConnell of the Registration and 
Hotels Committee. 





W. T. Sniver, First Vice-President 


Scruggs, Vandervoort & Barney D. G. Co. 


Saint Louis 


PRESIDENT NELSON: We now want 
you to become acquainted with the 
managers of the exhibits so that you will 
feel very free to talk with them during the 
convention period, learn about their ap- 
pliances, and make their stay with us pleas- 
ant; also make it worth while to you. The 
managers of the exhibits. 

Mr. Hoffman, Chairman of the Exhibit 
Committee, introduces the genltmen. 

Mr. H. T. McBrien of the 
Typewriter Co. 

Mr. H. J. Pollock of the Remington Type- 
writer Co. 


Mr. L. F. Weinze of the Kardex Co. 


Underwood 
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Convention Proceedings (Continued) 

Mr. C. A. Brownlee of the Elliott-Fisher 
Co. 

Mr. A. C. Kirshman of the National Cash 
Register Co. 

Mr. A. E. Golring of the Ohio Desk Co. 
(He features the Shaw-Walker Equipment 
Co.) 

Mr. Porter of the Globe-Wernicke Co. 

Mr. A. Fred Bertram of the Dalton Add- 
ing and Calculating Machine Co. 

Mr. W. M. Fife of the Ellis Bookkeeping 
Machine Co. 

Mr. W. T. S. Mullen of the Safe Guard 
Check Writer Co. 

Mr. E. E. Daniels of the Library Bureau. 

Mr. A. H. Frichtman of the Rand Co. 

Mr. C. A. Badge of the Acme Card Sys- 
tem Co. 

Mr. H. P. Lane of the Costmeter Co. 
(Space No, 13.) 

Mr. H. W. Walter of the Associated Re- 
tail Credit Men of New York City selling 
“The Retail Charge Account” book. 

Mr. C. R. Lee, Jr., of the Lamson Co. 

PRESIDENT NELSON: It is especially 
fitting and appropriate that, on the occasion 
of the tenth anniversary of our National 
Association, we should hear from the man 
who took such a leading part in the forma- 
tion of this National Association. Mr. Gil- 
fillan had the vision that makes for great 
things. He saw what this Association 
could be and do. I have great pleasure in 
presenting our Past President, S. L. Gilfil- 
lan, who will address us upon the subject, 
“Our Tenth Anniversary.” 

. . The audience rises and applauds Mr. 
Gilfillan heartily. 
(Mr. Gilfillan’s address is printed in full 
in this issue—Ed.) 

PRESIDENT NELSON. It is our privi- 
lege, at this time, to have an added num- 
ber which is not on the program. We have 
received from former President, H. Victor 
Wright, a letter of greeting and I am going 
to ask Mr. Louis McMahon of Boston if he 
will kindly read the letter. 

(Letter printed in full in this issue—Ed.) 

PRESIDENT NELSON: The next num- 
ber on our program is one which will very 
keenly interest you, “The Morris Plan of 
Banking and Credits”, to be presented by 
Mr. Thomas Coughlin, Vice-President of the 
Cleveland Morris Plan Bank. (Applause) 
(Mr. Coughlin’s address will appear in a 
later issue of Credit World.—Ed.) 

PRESIDENT NELSON. It is a pleasure 
to introduce to you Mr. W. H. Grizel of 
Cedar Rapids, Iowa, who will tell you 
“What We Do For Our Members.” (Ap- 
plause.) 


(Mr. Grizel’s address will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: We will now 
have an address by Mr. J. W. Metcalfe, of 
Omaha, on “Advertising for New Credit 
Accounts.” (Applause) 


The Credit World 


Secretary-Treasurer’s Report (Continued) 


Ohio Akron 
Canton 
Cincinnati 
Cleveland 
Columbus 
Lima 
Toledo . 
Struthers 
Girard . 


Oklahoma Guthrie 
Muskogee 
Oklahoma City 
Ponca City 
Okmulgee 
Sapulpa 
Shawnee 
Tulsa . 

Oregon Portland 


Pennsylvania Altoona 
Butler 
Carnegie 
Harrisburg 
McKeesport 
Pittsburgh 
Philadelphia 

Rhode Island........ Providence 

South Dakota Sioux Falls 


Tennessee. Chattanooga 
Jackson. ..... 
Knoxville . 
Memphis . 
Nashville . 
i —_ Austin . 
Beaumont 
Dallas 
Fort Worth 
Galveston . 
Houston 
Orange ...... 
San Antonio 
Waco ...... 
Utah... Salt Lake City 
Vermont. Burlington 
Virginia... Alexandria 
Richmond 
Washington Seattle 
Spokane 
Tacoma . 
Wenatchee 
Yakima . 
West Virginia Huntington 
Wisconsin Milwaukee 


91 27 12 
13 4 1 
46 0 1 
480 80 187 
An) 3 0 
+ 20 0 
34 9 1 
1 32 0 
5 21 0 
5 0 0 
11 1 2 
55 15 5 
1 12 0 
10 1 6 
14 0 11 
11 9 5 
157 6 8 
99 11 15 
15 1 0 
51 6 0 
8O 0 ti) 
12 9 1 
23 2 0 
16 18 46 
53 2 t 
32 6 1 
23 2 1 
108 0 37 
14 1 0 
148 0 114 
iw 67 >] 
156 0 120 
73 0 0 
4 0 0 
S84 2 0 
18 8 0 
18 0 0 
129 87 > 
17 0 0 
73 8 1 
23 0 0 
9 11 0 
15 6 5 
12 3 0 
9 10 0 
93 56 
154 32 8 
O38 7 0 
0 11 0 
t 16 0 
18 3 0 
zoe 0 46 


During the ten months we organized 13 new local associations: 


Bolivar, Missouri 
Alexandria, Louisiana 
Great Falls, Montana 
Yakima, Washington 
Wenatchee, Washington 
Lima, Ohio 

Ponca City, Oklahoma 


We lost 15 recognized locals, seven being in Oklahoma, and all of small member- 
ship except Youngstown, Ohio, which we had considered one of our most active 


locals. 

Greeley, Colorado 
Clarksdale, Mississippi 
Youngstown, Ohio 
Bartlesville, Oklahoma 
Chickasha, Oklahoma 
Claremore, Oklahoma 
Cushing, Oklahoma 

El Reno, Oklahoma 


Membership work and other activities this year confirms our oft repeated state- 
ment that local associations are the backbone of our national body, and every effort 
should be made to form such locals in every city where ten or more credit men can 


be brought together for cooperative purposes. 





Albany, Alabama 
Harrisburg, Pennsylvania 
Boise, Idaho 

Richmond, Virginia 
Sedalia, Missouri 
Struthers, Ohio 


Enid, Oklahoma 
Norman, Oklahoma 
Bristol, Tennessee 
Lynchburg, Virginia 
Cheyenne, Wyoming 
Helena, Arkansas 
3attle Creek, Michigan 
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Secretary-Treasurer’s Report (Continued) 
THE CREDIT WORLD 


Immediately after our last Convention, President Nelson visited the National 
Office and held a conference with Director Snider, E. B. Heller, Chairman of the 
Credit World Committee, and Secretary Woodlock, regarding the publication of the 
Credit World. This meeting resulted in our entering into contract with the Farrelly- 
Walsh Company, printers and advertising experts, St. Louis, Mo., for the publication 
of the Credit World up to and including the issue of December, 1922. They increased 
the size of our publication and made it more attractive, with a view to interesting 
national advertisers, and expressed the hope of placing our publication upon a self- 
sustaining basis before December, 1922. Following is itemized memorandum of cost 
of each issue, showing amount of advertising: 





Month— Cost Advertising Com. Postage 
RINT’ sc pncroaasstshtslapnsnireertenacceglouadeneaaialaaaonNnaeal $4,965.35 $635.00 $254.00 $181.10 
November sccmbiseiabiaeuseptiee seokedatesiaaaiie 1,242.75 455.00 182.00 71.91 
December . scala peeeiciaaagociarcecoiowicisag> 525.00 210.00 76.20 
January proseciaia - 1,110.75 345.00 138.00 58.22 
ES I a | 440.00 176.00 78.00 
March OT OTR 610.00 244.00 79.50 
April . isa ne islet tessuewatehc nadine 800.00 320.00 85.00 
May . Le RE ETS 560.00 224.00 75.00 


The improvement in our publication is so evident we need not comment. upon it, 
and the compliments that have been showered upon us, even by non-members, is 
proof the Committee made no mistake in the change. At a small increase we have 
been able to furnish a business magazine, alone worth the membership fee in our 
organization. With your continued support it is destined to become the recognized 
magazine of credit and finance in the country. 


Mr. E. B. Heller of St. Louis, Chairman of the Credit World Committee, who 


has worked hard and earnestly to make the magazine what it is today, will present 
a detailed report. 


THE SERVICE DIVISION 


At Houston Jast year we arranged for an amalgamation with the National Asso- 
ciation of Mercantile Agencies, which was to become the Service Division of our 
association. We realized it was a large job to bring together these two national bodies, 
and your National Office has had considerable difficulty in interpreting the terms of 
this amalgamation. 


The main trouble appears to be that the Service Division has continued to operate 
as a separate organization, collecting dues, etc., and much confusion was caused by 
our sending bills to members, who had already remitted to the Service Division what 
they were under the impression covered the entire membership charge. I recom- 
mend the dues of Service Divison members include national membership, so as to 
automatically cause each agency to become a member of our association, as was our 
understanding of the amalgamation plan. We are carrying 32 members of the’ old 
National Association of Mercantile Agencies on our complimentary list, as they have 
not seen fit to become members of our Association. From a revenue standpoint this 
does not amount to much, but it is not following out the ideas of our Houston Con- 
vention, which aimed at a united organization. The Service Division, if it is to be an 
actual part of our national body, must be under the direct control of the officers and 
directors of our association, and I suggest considering a plan to bring this about, 
so as to form a perfect working unit of both bodies; each has its own functions to 


perform but, with unity of action, the results to be obtained would surpass our 
fondest hopes. 


STATE AND REGIONAL CONFERENCES 


During the year we held six conferences of retail credit granters—three state 
and three regional—as follows: 


OCTOBER 17-18, 1921 OKLAHOMA CITY 





FEBRUARY _ 23, 1922 TOLEDO 

APRIL 24-25, 1922... MID-WEST DES MOINES, IA. 
(Including States of Iowa, Missouri, Kansas, Nebraska, Arkansas) 

MAY S Pen WISCONSIN MILWAUKEE 

MAY a NEW ENGLAND WORCESTER, MASS. 
(Including States of Massachusetts, Connecticut, Rhode Island) 

MAY 15-16, 1922... NORTHWEST SEATTLE, WASH. 


(Including States of Washington, Oregon, Idaho, Montana) 


Your Secretary attended all these meetings with the exception of Wisconsin and 
New England. President Nelson attended the Ohio, Mid-West and Wisconsin meet- 
ings. I find these gatherings of great benefit from an educational standpoint, and 
hope each year will see more of these meetings. I suggest, however, that all confer- 
ences remain in session at least two days. It does not pay to bring members long 
distances for a one-day meeting. I also recommend that programmes be arranged so 
a to give more time for discussions and what is known as “The Quis.” It might be 
well for the National Office to prepare a set of charts, showing statistics concerning 
sales, collections, accounting, pay promptly campaigns, etc., for use at these meetings, 

us bringing home in a forceful manner the points we are desirous of covering. 
About 1,000 credit granters attended the six conferences held this year. 
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L. T. Pease, Second Vice-President 
Ovington Bros. 
New York 


(Mr. Metcalfe’s address is printed in full 
in this issue.—Ed.) 

PRESIDENT NELSON: Those of you 
who have attended the wholesale credit as- 
sociation conventions and have seen Mr. 
Tregoe in action know what a vast amount 
of work he does, how very thoroughly he 
enters into the spirit of the whole conven- 
tion. You, therefore, must realize that, when 
his convention is over, he is more or less 
tired and anxious to get home. 

Out of great consideration for the mem- 
bers of our association, he very kindly con- 
sented to remain over, forego his opportu- 
nity to rest, and to be with us this forenoon. 

Mr. Tregoe has been with us at two other 
conventions and wos so heartily enjoyed that 
we are all very happy indeed to have Mr. 
Tregoe with us now to deliver his message 
on “A Look Backward and a Glance For- 
ward.” I take great pleasure in introducing 
Mr. J. H. Tregoe, Secretary of the National 
Association of Credit Men. 

Audience stands and applauds Mr. 
Tregoe very heartily and at length. . . 
(Mr. Tregoe’s address will appear in a later 
issue of Credit World.—Ed.) 





MONDAY AFTERNOON SESSION 

HE convention reconvened and was 

called to order at 2 o’clock by Presi- 
dent Nelson. In the absence of Mr. Van de 
Water, President Nelson called on Mr. S. 
E. Edgerton of Los Angeles to read Mr. Van 
de Water’s paper on “The Establishment of 
Adjustment Bureaus as Permanent Adjuncts 
to Exchanges.” 
(Mr. Van de Water’s address will appear 
in a later issue of Credit World.—Ed.) 
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PRESIDENT NELSON: We are now 
pleased to introduce Mr. E. B. Heller, 
Chairman of the Credit World Committee, 
who will render his report to us. (Applause) 


To the Officers and Members of the Retail 
Credit Men’s National Association 
Your Committee on The Credit World 
begs leave to submit the following report 

and recommendations. 

It is gratifying indeed to be able to offer 
a report which, in the judgment of your 
Committee, is not only encouraging for the 
future, but for results attained during the 
past seven months. 

The Credit World Committee for three 
years sought ways and means to effect plans 
to improve’ The Credit World, from three 
distinct angles. 

lst—To make it standard size by chang- 
ing from a 7x9 to 84x12, thus making the 
appearance more attractive to advertisers— 
in other words, changing from a “House Or- 
gan” to a regular standard magazine. In 
advocating this change your committee met 
with many obstacles and objections, the 
paramount objection being the increased 
cost. Inasmuch as we were paying a high 
price for the publication of the smaller mag- 
azine, the change to a larger or standard 
size was effected without a noticeable in- 
crease in the cost. The exact figures will 
be submitted in the summary. 

2nd.—To improve The Credit World, as 
a readable magazine. This particular fea- 
ture requires no comment from your Com- 
mittee, as we believe the membership is 
unanimous in their endorsement of the im- 
provement in this particular branch. 

3rd.—To make The Credit World self- 
supporting. It was utterly impossible to at- 
tain this end without making the magazine 
of standard size. 

The Chairman of the Credit World Com- 
mittee was granted the privilege of appear- 
ing before the Board of Directors at the 
Houston meeting of the Board, where the 
above facts and desires were submitted. The 
Board very promptly appointed a Special 
Committee consisting of President Nelson, 
Secretary Woodlock and Director Snider to 
act with the Chairman of the Credit World 
Committee to investigate the feasibility of 
making the suggested changes. 

The joint Committee met in St. Louis fol- 
lowing the adjournment of the Houston Con- 
vention, and arrangements were entered into 
with Farrelly-Walsh, Inc. This firm, aside 
from being printers and publishers of house 
crgans and magazines, is so organized so 
as to be able to handle in detail the editing, 
printing, mailing, and selling of advertising 
space. They agreed to do the work of 
printing upon a basis of actual cost, plus 
25%, an itemized statement of costs to be 
submitted with each publication. They were 
to at once secure capable salesmen in all 
cities for the purpose of selling advertising 
space to national advertisers, they to re- 
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TRAVELING 


During the year your Secretary spent about four out of ten months on the road 
visiting local associations, attending conferences and in membership work. This cost 
$1,519.11. The traveling expenses of others was $2,377.02, the largest part of which 
was expenses of directors to mid-year meeting in Cleveland, conferences in at Chicago, 
New York, etc. 


MID-YEAR DIRECTORS’ MEETING 


For the first time in our history we were able to hold a mid-year meeting of our 
directors, as provided in our by-laws, same being held in Cleveland, Ohio, February 
20-21-22, 1922, attended by all the directors but D. J. Price, George A. Lawo, Colonel 
Franklin Blackstone, Robert Lienhard, J. W. Lewis, Adolph Grasso and C. M. Reed, 

Much constructive work was done at this meeting, including compiete arrange- 
ments for our Convention, the development of the Service Division and intensive 
membership work. 


THE NATIONAL OFFICE 


In September we found our quarters in the National Bank of Commerce Building 
too small and additional space too extensive, so we leased the third floor of what is 
known as the Southern Pacific Building, at 314 North Sixth Street, St. Louis, Mo, 
a space of 1,200 square feet, at a rental of $100.00 per month, including heat, light 
and janitor service. Although the building is of concrete construction and _fire- 
proof, we have taken out $3,000.00 insurance, covering loss by fire to our equipment 
and records. 

Your National Office force consists of three young women stenographers, and 
one man in addition to the Secretary-Treasurer. Miss Lamb has been with us since 
opening the office, acts as assistant to the Secretary, answers correspondence and con- 
ducts the office during my absence. Miss Marsall, also with us since opening the 
office, has charge of all books and records. The third young lady keeps up circular 
letter work, filing and helps on regular correspondence. ‘The man has charge of the 
mechanical department, operates mimeograph, makes addressograph plates and ad- 
dresses all Credit World wrappers, attends to mail and parcel post. 

During the year President Nelson, owing to the enormous amount of corres- 
pondence from his office, employed a young woman who devoted part of her time 
to this work, and during my absence on long trips during April and May, Mr. William 
J. Bedford, Advertising Manager of the Credit World, supervised the work of the 
National Office and attended to all details of publishing the Credit World, ordinarily 
looked after by your Secretary. 


OFFICE SERVICE 


The service rendered members from the National Office has been constantly in- 
creasing. Diiring the ten months from August 1, 1921, to June 1, 1922, there were 
reported 2,083 names of persons whose addresses were desired, we succeeded in locat- 
ing 287 or 14 per cent, and believe if local secretaries were more particular in 
checking these names with their records the number of those found would be greatly 
increased. 

We issued 39 special bulletins to local associations, containing 572 warning notices 
and have many complimentary letters showing good results from these notices. 

Through our investigation we listed 61 supposed rating or collection agencies, 
which in reality were only “blinds” for mail order houses; who were flooding our 
members with inquiries, in many instances simply for purpose of compiling a mailing 
list. 

We also furnished 47 reports upon collection agencies, some responsible, others 
unworthy. 

Following the suggestion of Mr. C. P. Younts, Houston, Texas, Chairman of 
our Pay Promptly Campaign Committee, we furnished a sample advertisement that 
was run in 45 different cities on “Pay Your Bill Promptly Day,” January 21, 1922. 
This is the most cooperative work we have done along these lines and opens a field 
for greater activities and wonderful possibilities. 

We have furnished 275 cuts of our emblem to members for use on stationery 
and also about one hundred thousand collection inserts and stickers. 


MECHANICAL EQUIPMENT 


The installation of mimeograph, graphotype and addressograph enable us to 
produce in our own office all bulletins and form letters, make address plates and 
address the wrappers for the Credit World at quite a saving over our old plan, and 
the fact of our mailing list being in our office under our immediate supervision has 
enabled us to cut down the number of complaints of incorrect addressing to about 
one a month. 


In considering mechanical equipment, we recommend the purchase as soon as 
possible of a printing equipment to enable us to furnish our members collection in- 
serts and office forms at a very low cost, because of large quantity printed. This 
would be a real service to the small store. 


MEMBERSHIP CAMPAIGN 


_ For some reason, membership campaigns conducted by local associations during 
this year have not resulted in large increases and this has affected our increase for 
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Secretary-Treasurer’s Report (Continued) 


the year very materially. St. Louis, Cleveland, Houston, Memphis, Kansas City, 
Washington, D. C., Birmingham, South Bend, Seattle, Great Falls, Mont., deserve 
special mention for their work. For some time we have been anxious to “try out” a 
carefully planned direct mail campaign, so we took a list of 1,000 selected names 
in Iowa, Missouri, Illinois, Nebraska and Kansas, linked up our advertising with the 
Mid-West Conference at Des Moines, and sent a series of cards and letters at a cost 
of $550.00. It produced four new members. This convinced us efforts of this kind 
were of no value unless followed up by personal work of a member in the locality 
or a representative of the National Office. 


OUR POLICY 


Many times during the year we have been solicited to interest ourselves in various 
activities of Retail Merchants, most of them meritorious, but following the ideas laid 
down by Past President Lawo, that we should confine our activities to matters of 
retail credits and collections, we have refrained from taking part or even endorsing 
such movements, even though they might have been in accord with our ideas. 


LEGISLATION 


We find so few locals that take an active interest in legislative matters, sometimes 
it is quite discouraging. During the past year the retail credit men of Tennessee suc- 
ceeded in having their legislature pass a bill permitting the garnishment of State 
employees’ salaries. A similar bill should be enacted in every State, and we should 
all get behind our National Legislative Chairman, Mr. Stephen H. Talkes, of Wash- 
ington, D. C., and see that a bill permitting the garnishment of Federal employees is 
passed. We recommend that each local appoint a legislative committee who will keep 
in touch with the National Committee Chairman so as to get concerted action upon 
matters of legislation affecting credits and collections. 


ROSTER 


Answering what appeared to be a popular demand for a roster of our member- 
ship, we compiled and issued same March 15, 1922, printing 2,000 copies at an expense 
of $1,432.40. These we placed on sale at $1.00 each, and regret to report that only 
$300.00 has been realized from their sale. We cannot understand it, as the roster is 
an excellent reference book for out-of-town collections, and should be on the desk of 
every credit man. We doubt the wisdom of publishing a roster, unless there is a more 
general demand from the members. 


BUDGET 


Many members have suggested the National Office operate upon a budget system, 
and I have asked our Auditors to submit for your consideration a budget for 1923. 


PRESIDENT NELSON 


The outstanding feature of this year’s administration was the tireless work of 
President E. W. Nelson. The welfare of our association was constantly before him, 
and he was never too engrossed in his own affairs but what he found time to solicit 
membership, encourage a fellow worker, adjust a difference and keep constantly in 
touch with his official family. The arranging of the Convention program, which was 
handled exclusively by President Nelson, relieved the National Office of much detail 
at a time when we were in need of additional help. 


CERTIFICATES OF INDEBTEDNESS 


Acting upon the authority of the Board of Directors, we issued certificates of 
indebtedness to the amount of $15,000.00 in units of $10.00, dated May 1, 1922, payable 
in 5 years and bearing 6 per cent interest. The revenue we derived from the sale of 
these certificates to be used to pay our current indebtedness and create a working 
capital for the future. 


Cae 


Having about 7,500 members, who are affiliated in local associations, we alloted 
each local a quota, based upon $2.00 per member. Up to June 5, 1922, $9,000.00 of 
these certificates had been sold. No effort was made to sell them to members not 
affiliated with a local association. 

In order to insure these certificates, we have created a sinking fund, and each 
month set aside an amount which will enable us to pay the interest each year when 
due, and take up the certificates when they become due in five years. This fund is 
carried in an entirely separate bank account from our regular funds. 


It is our opinion that if the entire issue of certificates was subscribed for, it would 
not be necessary for us to borrow money each year, and we would have a sufficient 
working capital to enable us to conduct our business upon a 30-day basis, and pay 
these certificates in five years. 

While we must continue our efforts to give service to our members and develop 
our Organization, we recommend a policy of strict economy for the coming year, so 
as to place us upon a sound financial basis. 

Following is Statement of Receipts and Expenditures for period from August 1, 
1921, to May 31, 1922, also Statement of Assets and Liabilities at close of business, 
May 31, 1999. 


Andit is now being completed by Ernst & Ernst, C. P. A., St. Louis, Missouri. 
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ceive the usual commission paid to advertis- 
ing agencies for this work, and at the same 
time furnishing free advertising copy service 
to those advertisers desiring same. 

In addition to the above, they have fur- 
nished without cost the service of one man 
who edits nearly every article published. 


The first issue of the New Credit World 
appeared October 15, 1921 and it met with 
instant approval of members from every 
section of the country, as well as the ap- 
proval of National advertisers. With the 
new issue and the new publishing connec- 
tions, Secretary Woodlock announced that 
the date of future publications would be on 
the 15th of each month, a specific date being 
impossible under the old arrangements. 


Advertising secured for the old Credit 
World was more or less complimentary and 
not sufficiently dependable to permit your 
Committee to count upon it from month to 
month. As such it was only a fair house 
organ, poorly “laid out”, without snap or 
appearance and with composition of a very 
poor quality. The contracts secured for the 
new Credit World are secured on the merits 
of the magazine as an advertising medium, 
and as a rule for a period of from six to 
twelve months. 

All in all the improvement in every de- 
partment of the Credit World is so apparent 
that they require little mention by your 
Committee. Too much credit cannot be 
given to Secretary Woodlock, who, with all of 
the duties of the National Office resting upon 
him, finds sufficient time to superintend the 
publication. Credit is also due to the per- 
sonal interest displayed by Farrelly-Walsh, 
(nc., and particularly to Wm. J. Bedford and 
Daniel J. Hannefin of the firm, who act as 
advertising directors for the Credit World. 

Your committee takes just pride in sub- 
mitting the following comparative summary: 
Issues per month 


1921 Pages Issues Cost 
August 16 10,000 $ 728.25 
September 32 11,000 1089.00 
October 112 12,000 4965.35 

(Convention Number) 

November 36 10,500 1242.75 
December 36 10,500 1241.50 

1922 
January 28 10,500 1110.75 
February 36 10,500 1246.60 
March 36 10,500 1260.00 
April 36 10,500 1295.00 
May . 36 10,500 1310.00 


Total cost for 10 months 
Total cost from October-May 
Total Cost August-September 


$15,489.20 
$13,671.95 
$ 1,817.25 


$15489.20 





August and September issues were under 
the old arrangement and were of the 7x9 
size. October issue was the Convention 
Number and the first issue of the New Credit 
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World. We wish to call your particular at- 


tention to the fact that the New Credit 
World necessitated a new cover design, the 
drawing and plate costing approximately 
$125.00. With the increased size of the mag- 
azine and one thousand more copies issued, 
the increased cost over the Convention Num- 
ber of 1920 was only $2.35. 

The total cost for 8 mo. of the New 

Credit World, including Convention 

Number $13,671.95 
The total cost for 8 mo. in 1920-21 12,415.20 


Increased cost $1,256.75 
The increased cost is due to the increased 
circulation. In eight months in 1920-21, 
there were issued 9,008 copies per month, and 
in 1921-22, with a standard size magazine, 
the monthly issue was on an average of 10,- 
685. The page size was increased from 63 
square inches to 100 square inches and the 
average number of pages from 32 to 36, or 

an increase in magazine space of 78'4%. 
We have succeeded in increasing the mag- 
azine space 78'4% and number of copies is- 
sued 16 2/3% at an increased monthly cost 

of $183.20. 
Cash received from 
Advertising 


August, 1921 $200.00 
September 159.00 
October 635.00 
November 430.00 
December 525.00 
January, 1922 345.00 
February 440.00 
March 610.00 
April 800.00 
May 565.00 





$4,709.00 
Cash received for advertising from 

Aug. 1, 1920, to July 31, 1921 $4,200.00 
Cash received for advertising from 

Oct. 1, 1921, to May 31, 1922 $4350.00 

You will note this is eight months against 
11 months of the previous year. During the 
months of January, February, March and 
April, 1922, $400.00 of advertising was can- 
celled because of protest. 

For 11 months 1920 and 1921 envelopes 
for mailing Credit World amounted to 
$609.00. Wrappers for mailing New Credit 
World, for seven months, November to May, 
cost $55.00. The envelopes for mailing Con- 
vention number of 1921 is included in the 
printing cost of $4,965.35. 

In view of the fact that all National ad- 
vertisers reduced their appropriations from 
3314% to 50%, we feel that this show- 
ing for eight months is most creditable. 


Recommendations 
To properly administer the financial af- 
fairs of the Credit World, with the main ob- 
ject of placing it upon a sound financial 
foundation to make it an asset to the Na- 
tional Association, it is absolutely neces- 
sary that there should be a controlling body, 
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STATEMENT OF CASH RECEIPTS AND DISBURSEMENTS 
RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 
For the Ten Months Ended May 3ist, 1922 


BALANCE—August 1, 1921 
RECEIPTS 

MEMBERSHIP DUES 

Associations $31,033.55 

Individuals 3;475.00 $34,508.55 
ADVERTISING (Credit World) ; 4,815.25 
SUNDRY SUPPLIES, ETC. 

Supplies . 631.05 

Signs 168.00 

Buttons 9.03 

Rosters 281.50 

Miscellaneous : 119.75 1,209.33 
MONEY BORROWED- 

From Banks—Notes Payable . 11,000.00 

Certificates of Indebtedness Sold . 9,000.00 20,000.00 


TOTAL RECEIPTS 


DISBURSEMENTS 


NOTES PAYABLE—Banks $ 6,000.00 
FURNITURE AND FIXTURES * 378.85 
EXPENSE— 
Salary, Executive a $ 6,250.00 
Salaries, Office . 4,314.00 
Rent, Office . 1,040.00 
Printing, etc. (Credit World) . 21,286.10 
Printing, Other . 3,535.04 
Traveling, Executive . 1,519.11 
Traveling, Other . 2,377.02 
Commission, Advertising 1,754.53 
Commission, New Members ; 415.50 
Convention Expense . 2,791.48 
Interest 337.50 
Revenue Stamps 20.00 
Membership Campaign 1,030.37 
Postage . . 1,633.05 
Stationery and Office Supplies 1,047.52 
Supplies for Resale 1,834.65 
Sundry Supplies 1,176.12 
Telephone and Telegraph 652.15 
Petty Disbursements 175.63 53,189.77 


TOTAL DISBURSEMENTS 
BALANCE—May 31st, 1922 
BALANCE SHEET 


RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 
At the Close of Business, May 31st, 1922 


ASSETS 
CASH 
On Hand—Petty Fund $ 25.00 
On Deposit... 1,617.49 


ACCOUNTS RECEIVABLE 
OFFICE FURNITURE AND FIXTURES 
DEPOSIT— 

U. S. Post Office 


TOTAL ASSETS 
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$60,533.13 


$61,186.11 


$59,568.62 


$ 1,617.49 


$ 1,642.49 
11,917.35 
2,136.27 


50.00 


$15,746.11 
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LIABILITIES 
NOTES PAYABLE— 


For Money Borrowed from Banks $ 5,000.00 
CERTIFICATES OF INDEBTEDNESS—Due May 1, 1927 
Authorized . ..$15,000.00 
Less: Unissued 6,000.00 
Issued and Outstanding 9,000.00 
ACCOUNTS PAYABLE— 
For Purchases, Expenses, etc. 


446.27 





TOTAL LIABILITIES 
EXCESS OF ASSETS OVER LIABILITIES 


$14,446.27 





$ 1,299.84 
SUMMARY 


While the year, or rather ten months, has not shown the increase in membership 
of former years, we have, regardless of great losses from resignations, etc., made 
good and managed to show a net gain, even after a most careful weeding out of our 
past due memberships. 

Facing a declining membership was for your officers like a merchant facing a 
declining market, and it took hard work to stem the tide. 

This large decrease in our renewals meant a loss in revenue of $8,450.00, and 
increased the financial difficulties with which this administration labored, yet we have 
given more and better service than ever before. The Credit World is alone a proof 
of this statement. 

We also had a number of complex and trying local situations to contend with, 
but are glad to report that, with one or two exceptions, they have been adjusted. 


Respectfully submitted, 


D. J. WOODLOCK, 
SECRETARY- TREASURER. 
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either the Chairman of the Credit World 
Committee or the Executive Secretary and 
Chairman, who shall alone pass upon the 
acceptability of advertising matter, submit- 
ted for the columns of the magazine. This 
Committee should be granted perfect free- 
dom in offering space for sale to any and all E. B. Hevter, Chairman 
reputable concerns, whether they are or are Wm. J. STARR J. M. Conno.ty 
not members of the National Association. W. J, Swier j. A. Ferrescy 


The reputation, the standard and_ the 
standing in the commercial world of our of- 
ficial organ is as sacred to the Executive 
Secretary and the Chairman of the Credit 
World Committee as it is to any member, 
and it is only natural to assume that their 


best judgment will be exercised in attaining 
this end. 


controversy. 
Respectfully submitted, 


THE CREDIT WORLD COMMITTEE. 


These remarks are suggested by an oc- 
currence that arose during the past few 
months. Owing to objection being filed by a 
National Director, the Credit World Com- 
mittee, acting upon the advice of President 
Nelson, Director Snider and _ Secretary 
Woodlock, and in deference to the protest 
of said Director, cancelled two contracts for 
advertising, amounting approximately to 
$1200.00, while your Committee was of the 
opinion that the objection was purely of a 
local nature and should not have been in- 
jected into the management of the Credit 
World, particularly at a time when every 
contract meant the ultimate realization of 
your Committee’s fondest hopes—a self-sup- 
Porting magazine. 





The Credit World being a National mag- 
azine, the advertising policy must be in the 
hands of a small committee, who are able 
0 judge of the acceptability of contracts 


Davip J. Wooptock, Secretary-Treasurer 
Southern Pacific Building 
St. Louis, Mo. 


submitted and not to divers persons, whose 
objections, as a rule, are due purely to local 
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ODAY in thousands of offices and 


banks ‘‘EXCELLO PENS”’ will be 
used to carry on the day’s business. 


You too will realize the daily and 
hourly worth and value of ‘‘EXCELLO 
PENS”’ by giving them a fair trial. 
Order the style you prefer in the ‘‘EX- 
CELLO”’ make, or send for samples 
at our expense. 

‘*EXCELLO PENS" are plated with 
silver-alloy made of special heavy 
quality cold-rolled carbon steel. They 
are built to write smooth under a heavy 
hand, and their value is exceptional. 

The ‘‘EXCELLO”’ No. 61 ball- 
point is very popular for general busi- 
ness use. All orders are sold with a 
guarantee of satisfaction. Write today 
for the quality pen. 


ae 


H. F. KRUEGER 
P.O. Box 505 KANSAS CITY, MO. 





















PRESIDENT NELSON: I have the pleas- 
ure in presenting Mr. David C. Wills, who 
will address you on the subject of “The 
Federal Reserve and You.” (Applause) 
(Mr. Wills’ address will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: In last year’s 
Credit Department Methods Committee re- 
port, a recommendation was made to the ef- 
fect that separate Credit Department Meth- 
ods Committees should be appointed for 
special trades. 


Therefore, we have the pleasure of re- 
ceiving a report from Mr. J. H. Taylor of 
Omaha, regarding the Junior Department 
Stores. I am pleased to present Mr. J. H. 
Taylor of Thompson, Belden & Co., of 
Omaha. 

(Mr. Taylor's report and that of Mr. Earl 
Lynn of Des Moines are printed in full in 
this issue.—Ed.) 

PRESIDENT NELSON: Next on our 
program is an address and a report from 
one whom we have loved to hear from on 
many occasions and shall delight in hearing 
from on this occasion—our old friend, coun- 
selor and co-worker, Mr. Sidney E. Bland- 
ford, of Boston, on the subject of Credit 
Education. (Applause) 

(Mr. Blandford’s report is printed in full 
in this issue —Ed.) 

PRESIDENT NELSON: We will now be 
favored with an address on “Constructive 
Credits” by Mr. Justin H. Edgerton of Best 


| 
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& Co., New York. Mr. Edgerton succeeds 
our friend and director, Mr. Geo. Water- 
ford, who is spending the summer in Maine. 
(Applause) 

(Mr. Edgerton’s address will appear in a 
later issue of Credit World.—Ed.) 

Following Mr. Edgerton’s talk, Secretary 
Woodlock conducted a quiz upon the point 
brought out by the speaker. 

PRESIDENT NELSON: We will now 
receive a report from Mr. C. P. Younts, of 
Pay-Up 
Day, in connection with the Y. M. C. A. 
Thrift Week. 

(Mr. Yount’s report will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: Mr. Walter who 


was to participate in the discussion of this 


Houston, Texas, regarding our 


topic had to leave the hall a few moments 
I have 
therefore asked Mr. Sappington of Okla- 


ago on some convention business. 


homa City to present Mr. Walter's discus- 
sion at this time. 

(Mr. Walter’s paper will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: 
another very interesting portion of our pro- 
Value of Bank Refer- 

Director J. W. 
(Applause) 


We now come to 


gram, “The Real 
ences”, by Lewis, of Les 
Angeles. 
(Mr. Lewis’ address will appear in a later 
issue of Credit World.—Ed.) 

Then followed a general discussion. 

PRESIDENT NELSON: At the Febr:- 
ary meeting of the Board of Directors and 
of the Service Division Directors, a Joint 
Committee was appointed representing the 
two Boards, as announced in my report this 
morning, to consider plans for still furth-r 
improving the working arrangements of the 
Service Division so as to bring still larger 
fruitage, inprovements, and betterments as a 
result of the Houston amalgamation. 

Mr. Ahl was Chairman of the Joint Com- 
mittee, and I am going to ask him to pre- 
sent the plans drafted by his committee and 
the Joint Board for your convenience and 
consideration. 

SECOND VICE PRESIDENT AHL: Af- 
ter the remarks of Mr. Nelson, I am go- 
ing to present the report to you without 
any comments. (Report read.) 

hat is the report in its entirety. It is 
very short, but it took us two days to ar- 
rive at that conclusion. 

MR. LAWO (Memphis) : 
I move the convention approve the report of 


Mr. Chairman, 


the Committee as a whole. 
MR. KRUSE (St. Louis) : 
the motion. 


I will second 


A general debate as to the report took 
place, discussion being led by Mr. Billingsly 
of Fort Worth, Mr. Metcalfe of Omaha, 
Mr. Kruse of St. Louis, Mr. Riley of Kan- 
sas City, Mr. Carr of Minneapolis, Mr. 
Talkes of Washington, D. C. 
was left pending and Mr. Ahl, Chairman of 
the Committee, 


The motion 


announced his Committee 





would meet in Room 9010 at 8 o’clock that 
evening, to discuss the report with any mem- 
ber who so desired. 





TUESDAY MORNING SESSION 
i HE convention was called to order by 
President Nelson at 9:30 o'clock. 
PRESIDENT NELSON: Rev. W. L. 
Lemon, pastor of the Superior Avenue Bap- 
tist Church, will offer the invocation. 
Audience rises for prayer. 
‘ Announcements by Secretary Wood- 
lock. 
PRESIDENT NELSON: 
ber on our program is a report by Mr. Mor- 


The first num- 


gan, of New York, the new President of the 
largest Association of Retail Credit Men in 
the werld. Mr. Morgan could not come and 
has arranged with Mr. L. T. Pease, of Ov- 
ington’s, N. Y., to deliver his report regard- 
ing the committee on closer cooperation be- 
tween wholesale and retail credit Men’s na- 
Mr. Pease. 
(Mr. Morgan’s report will appear in a later 
issue of Credit World.—Ed.) 


tional association. (Applause) 








E. B. Hever 
Heller & Livingston, St. Louis 
Chairman of Credit World Committee 
and Group Conferences 
PRESIDENT NELSON: We will now 
ask Mr. Stephen H. Talkes of the City of 
Washington to kindly present the report and 
recommendations of the National Legislative 
Committee. (Applause) 
. Mr. Talkes presents report. 
PRESIDENT NELSON: 
motion was before the house to approve a 
a Joint Committee of 
The motion was seconded. 


Last evening a 


report submitted by 
this Association. 
Several remarks were made and it was fi- 
nally arranged that the Joint Committee be 
requested to hold a meeting in Room 9010 to 
meet those who were especially interested in 


the matter. Is the Joint Committee ready 
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to report? Mr. Ahl, will you present the 
report? 

VICE-PRESIDENT AHL: Mr. President, 
Fellow Members: This report was pre- 
sented yesterday; and, as our honored pres- 
ident has said, there were quite a few ob- 
jections from the floor. The objectors were 
invited to meet with the Joint Committee jn 
Room 9010 last night at 8 o’clock. There 
were quite a few present. We listened to 
their objections and I think they were all 
met. 

Mr. Ahl read the report as it was 
amended in the meeting above-mentioned, 
the only change being in Recommendation 
No. 3, where the word “automatically” js 
stricken out and the section left to read 
“That the Chairman and Secretary of the 
Division, by virtue of their office, shall be 
members of the Board of Dhurectors of the 
Retail Credit Men’s National Association.” 

PRESIDENT NELSON: You have heard 
the report of the Committee; what is your 
pleasure? 

MR. JAMES (Nashville) : 
the adoption of the report as a whole. 

MR. JAMES (Nashville). 
take it up where we left it off, section by 


I move we 
I move we 


section. 

. Question demanded by many mem- 
bers of the convention. 

. Motion of Mr. ‘Talkes seconded and 
carried. ‘ 

PRESIDENT NELSON: I now have the 
pleasure of introducing to the convention 
Mr. John W. Byng of Springfield, Mo., who 
will address us on the subject, “Creditors’ 
Group Loan Plan.” 

(Mr. Byng’s address will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: We will now 
take up the next subject, which is very im- 
portant and deserves your very best atten- 
tion. It is to be presented by Mr. Kramer, 
Mr. Kindig and Mr. Ahl. Mr. Driver will 
ask some pertinent questions, when these 
gentlemen get through, anl, if there be an 
opportunity, Secretary Woodlock will do a 
little quizzing. 

I am pleased to introduce Mr. George 
Kramer, of Hale Bros., San Francisco. 
(Mr. Kramer's address will appear in a 
later issue of Credit World.—Ed.) 

PRESIDENT NELSON: Mr. Ahl, will 
you kindly present your portion of the dis- 
cussion ? 

. As Mr. Ahl comes to the platform, 
the audience rises and applaudes very heart- 
ily at considerable length. 

VICE PRESIDENT AHL: I want to thank 
vou for the reception that I have received. 
I am extremely modest and it has embar- 
rassed me very much, but nevertheless | 
thank you. 

(Mr. Ahl’s paper will appear in a later 
issue of Credit World.—Ed.) 


. Then followed a quiz of the speak- 
ers, led by Mr. Driver of the Cleveland As 
W oodlock. It 


sociation, and Secretary 
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brought out much valuable information. 
PRESIDENT NELSON: 
cially favored this morning. 


We are espe- 

A gentleman 
who has been very active in our National 
Association and in his home Association for 
years and has attended a great many of our 
conventions hasn’t been feeling very well 
lately and didn’t think he could get to this 
convention, but his enthusiasra for our Asso- 
ciation and the desire to see all the boys, in- 
I am 
going to invite our First Vice President, Mr. 
David J. Price, to kindly come to the plat- 
form. 

. Applause and cheers trom audience 

standing. 
(Mr. Price’s address will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: The next num- 
ber on our program, “The Greatest Task 
of the National Association,” will be pre- 
sented by Director R. W. Watson of Spo- 
kane, Washington. 

(Mr. Watson’s address will appear in a 
later issue of Credit World.—Ed.) 

PRESIDENT NELSON: How many of 
you folks are going to go home and do what 
Mr. Watson asked you to do during the 
last five minutes? 


duced him to visit us very briefly. 


(Everyone’s hand goes 
up enthusiastically.) 

President Nelson hands reporter 
copy of communication from Mr. Auerbach, 
of Bloomingdale Bros., New York, with the 
request that it be 
record. 


incorporated in the 


WEDNESDAY MORNING SESSION 
The convention was called to order by 
President Nelson at 9:30 o'clock. 

PRESIDENT NELSON: Rabbi A. H. 
Silver of The Temple will deliver the invo- 
cation. 

. . Audience rises for prayer. 

PRESIDENT NELSON: Our next speaker 
has come especially to Cleveland to address 
our convention. It has been my pleasure to 
hear him on several occasions and that was 
the reason why I was inspired to invite him 
to address us on this occasion, and I am 
sure you will agree with me, long before his 
address is completed. I take pleasure in in- 
troducing Dr. J. T. Holdsworth of the Bank 
of Pittsburgh, N. A. (Applause) 

(Dr. Holdsworth’s address will appear in a 
later issue of Credit World.—Ed.) 

PRESIDENT NELSON: We certainly 
are greatly inspired and aided by that splen- 
did address of Dr. Holdsworth, and I am 
sure that he knows by your very cordial ex- 
Pression of approval how much you have en- 
jyed him and how much you do thank him 
for it, from the bottom of your hearts. 

It is now our pleasure to present to you 
the man whom we learned to love when we 
Were at the convention in this city five years 
4g. That man was constantly looking after 
all of our needs in every way, just like this 
year's committee is doing here for us now. 

I have very great pleasure in presenting 
our old friend, Mr. W. G. Van Schmus, of 


the Dyer Advertising Agency of New York. 

(Applause ) 

(Mr. Van Schmus’ address will appear in a 

later issue of Credit World.—Ed.) 
PRESIDENT NELSON: I present Past 

President Geo. A. Lawo, Chairman Nomi- 

nating Committee. (Applause) 


MR. LAWO: Mr. President, Ladies and 
Gentlemen: It affords me pleasure to make 
the report of the Nominating Committee: 

For President, Mr. David W. Ahl, De- 
troit. 

For 1st Vice President, Mr. W. T. Snider, 
St. Louis. 

For 2nd Vice President, Mr. Leroy Pease, 
of New York. 

For Directors: 

Harry B. Ostermayer, Washington. 
Frank Genens, Milwaukee. 

M. T. Liberman, Memphis. 

Mr. C. A. Olsen, St. Paul, Minn. 
Mr. C. P. Younts, Houston, Texas. 

For the unexpired term of Col. Black- 
stone, who has resigned, Mr. W. B. Mc- 
Connell of Pittsburgh. 

Audience received report enthu- 
siastically, with applause and cheers. 

PRESIDENT NELSON: Members of the 
convention now have the privilege to submit 
nominations, for Directors; and, until tomor- 
row noon, to submit any nominations they 
may see fit to offer for President or Vice 
President. 

Mr. Lawo reads paper on “Mem- 
bership Drives”. 
(Mr. Lawo’s paper will appear in a later is- 
sue of Credit World.—Ed.) 

PRESIDENT NELSON: I take great 
pleasure in introducing Past President W. H. 
J. Taylor, of New York. (Applause) 

(Mr. Taylor’s address will appear in a later 
issue of Credit World.—Ed.) 

Mr. Taylor’s paper was followed 
by a quiz led by Secretary Woodlock. 

PRESIDENT NELSON: It is now our 
privilege to present the Chairman of the 
Credit Department Methods Committee so 
that he may present to you today a portion 
of that Committee’s wonderful report, and 
he will present the remainder of it tomor- 
row. I do not know of anyune in the As- 
sociation who could have or would have de- 
voted serious and _ valuable 
thought to this work than Col. Blackstone 
has done. That is the way he works. (Ap- 
That is the way he worked when 
he was president and that’s the way he has 
been working on this Committee and that’s 
the way he works all the time. For all of 
his splendid qualities and for this splendid 
report we are delighted to know him. Col. 
Blackstone. (Applause) 

COL. BLACKSTONE: Mr. President, La- 
dies and Gentlemen of the Convention. The 
thought has come to me that it might be more 
appropriate for us to refer the report of 
the Committee on Credit Department Meth- 
ods to the Department Store Group of the 
Group Conferences rather than to take up 


more time, 


plause) 
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J. W. Mentinc 
Baltimore, Md. 


National Director and Chairman Service Division 


the time of this convention in reading today 
some of the same extracts uf the reports 
that were presented to you at the Houston 
convention. How many of you present have 
read this report? (Showing of hands.) 

For the purpose of expediting the business 
of the convention at this particular time, and 
with the approval of your president, I put 
the question to you. How many of you favor 
referring this report for today’s discussion to 
the Group Conference meeting in the Gorg- 
ian Room this afternoon? (Vote taken.) 

The vote on the proposal was mostly Aye, 
and as the Noes are not necessary in this 
case, the report of the Committee will be de- 
ferred until the meeting of the Group Con- 
ference on Department Stores. 
and Applause.) 


(Laughter 





THURSDAY MORNING SESSION 

The Thursday morning session was called 
to order at 9:30 o’clock by President Nelson. 

PRESIDENT NELSON: ‘The very Rev. 
Francis §. White of Trinity Cathedrai will 
offer the invocation. 

PRESIDENT NELSON: Mr. M. J. So- 
lon, Chairman of the By-Laws Committee, 
will present their report. 

Cleveland, June 14, 1922. 
AMENDMENTS TO BY-LAWS & CON- 
STITUTION 
To the Secretary of the Retail Credit 
Men’s National Association. The Committee 
on Constitution and By-Laws has the honor 
to advise that alterations, additions, and 
amendments to the Constitution and By-Laws 
of this Association are proposed, in accord- 
ance with Article XI of the Constitution and 
Article X of the By-Laws; and the Commit- 
tee respectfully requests that due notice 
thereof be immediately presented to the mem- 
bers of the Convention so that action may 
be taken thereupon at 9:30 o’clock Thursday 

morning, June 15, 1922, as follows: 








Seven Weeks Old Today-- 
A Baby in Age, But a Giant 


in Business-Pulling Power! 


One of the paramount thoughts at the Convention was, ‘‘New business to be created for 
our firms through new charge accounts, secured by the solicitation of the co-operation 
of charge customers.” This thought has cut deep. By September 15th we should have 
over 175,000 booklets in circulation in 19 states. The spontaneity of its reception as a 


dignified, sound,” business-building medium, is truly a tribute to its material worth. 
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One Credit man writes, “The number of inaétive accounts brought to life by the book- 
let and number five letter, exceeded our most optimistic expectations.”” 

There are twenty reasons why our plan is successful, but the outstanding feature is, ‘‘it 
will put more accounts on your books, revive your ina¢tives; and stir your delinquents 
without antagonism.’’ 


Re-read our assertions in the June number, have the courage to **sell’” your manage- 


ment on this plan, and, be a producer in fac?. 


The Retail Credit Men’s Business Bureau 
Detroit, Mich. 


625 Woodward Ave. 
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CONSTITUTION 
Article III 

Amend Article III, Section 3, subsection 
B by inserting, after the word “organiza- 
tion”, the words “or which, in the conduct 
of its affairs, operates against the best in- 
terests of the Retail Credit Men’s National 
Association.” 

Article V 

Amend the present section, by prefixing 
thereto, the figure “1” and by adding Sec- 
tion 2, reading as follows: 

“The fiscal year of this Association shal] 
close on May 31 of each year.” 

Article VI 

Amend Article VI, Section 1, relating to 
representation, by adding the clause: 

“Any properly authorized delegate may 
cast the vote of the entire local Association, 
provided said delegate may have duly es- 
tablished his authority with the Credentials 
Committee.” 

Article VII 

Amend Article VII, Section 2, by adding: 
“and the Chairman and Secretary of the 
Credit Service Exchange Division who, by 
virtue of their office, shall be members of 
the Board.” 

Article VIII 

Amend Article VIII, Section 5 by striking 
out subsection 5 (b) and relettering the sub- 
sequent subsections of Section 5. 

Article IX 

Amend Article IX, Section 1, subsection 
(c) by inserting the word “individual” be- 
fore the word “application”. 

Amend Article IX, Section 1, subsection 
subsection (e). 

“Applications from local associations in 
cities where there already exists an affiliated 
association shall be submitted to the Board 
of Directors; and, upon the approval of 
said application, shall become a recognized 
afhliated association.” 

Article XIII 

Amend Article XII[ by striking out line 
“e” reading “Mercantile Agencies”, and in- 
serting the words “Finance Committee in 
place thereof.” 

Article XV 

Amend Article XV_ by eliminating sec- 
tions 2 and 3, which read: 

“Sec. 2. The Division shall be constituted 
of, and shall include all existing members 
of the National Association of Mercantile 
Agencies and all Bureaus now affiliated with 
the Retail Credit Men’s National Associa- 
tion. All future members of this Division 
shall be elected in accordance with the pro- 
visions of the By-Laws of said Division, sub- 
ject to the By-Laws of the Retail Credit 
Men’s National Association.” 

“Sec. 3. The Credit Service Exchange may 
adopt a Constitution and By-Laws for its 
government, but no Constitution and By- 
Laws shall be adopted or maintained by said 
Division which, in the opinion of the of- 
ficers and directors of the Retail Credit 
Men’s National Association shall be out of 
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harmony with the objects, purposes, policies, 
usage or constitution or by-laws of said as- 
sociation.” 

And substituting the following: 


“Sec, 2. Any individual, firm, corporation, 


or organization doing a reporting or refer- 
ence clearance business, shall be eligible for 
membership in the association and credit 
service exchange division; and, upon being 
accepted by both, shall become a member.” 

“Sec. 3. The Credit Service Exchange Di- 
yision shall be subject to the constitution and 
by-laws of the Retail Credit Men’s National 
Association but it may adopt such by-laws 
as may be necessary for its operation and 
which shall not be in conflict with the con- 
stitution and by-laws of the Retail Credit 
Men’s National Association. The by-laws of 
the Division and any changes to same, shall 
be submitted to the Board of the Association 
for approval.” 

BY-LAWS 
Article I 

Amend Article 1, Section 1 (b) by chang- 
ing the word “two thirds” to read “major- 
ity”. 

Article IV 

Amend Article IV, Section 1, by striking 
out the present section and substituting there- 
for, the following: 

“The Board of Directors shall manage the 
business of the Association and control all 
of its funds. During their annual meeting, 
following the convention, the President shall 
appoint a finance committee, consisting of 
three members, whose duties shall be to 
draft a budget to govern the expenditures for 
Said budget shall 
provide for a fund or funds to liquidate at 
maturity all certificates of indebtedness or 
other similar 


the current fiscal year. 


instruments. ‘The Committee 
shall require from the Secretary-Treasurer 
on or before the tenth of each month an 
itemized statement of receipts and expendi- 
tures for the month previous, and liabilities 
at the close of said previous month; also the 
accumulated receipts and expenditures for 
the fiscal year to date.” 

Amend Article IV by striking out section 
4, which reads: 

“A semi-annual meeting of the Board of 
Directors shall be held on the third Monday 
of February of each year, unless the Board 
shall, by a majority mail ballot, decide not 
to hold such meeting.” 

Amend Section 5 by changing the number 
of Section 4. 

Amend subsection (a) by striking out the 
following words: 

“When so authorized by an affirmative 
referendum vote of at least two-thirds of the 
members of the Board and called into ses- 
sion by the President,” and substituting 
therefor, the following: 

“When so called into session by the Pres- 
ident, or upon the written request of a ma- 
jotity of the members of the Board.” 

Article V 
Amend Article V, Section 1, by adding 


the word “finance” after the word “advis- 
ory” in the last line. 

MR. McMAHON: In as much as copies 
of these changes have been distributed and 
we have had a chance to look them over, 
I move we accept the amendments as a 
whole. 

Seconded by several. 

PRESIDENT NELSON: It has been 
moved and seconded that the Committee’s re- 
port be accepted as a whole. 

. . « The Committee’s report is adopted. . 

The next on the program is the address 
of Mr. Ries, the Chairman of the Research 
Committee. 

Report and Recommendations 
Statistical 


from the 
and Research Committee, W. 
Reis, Chairman. 

The economical world is 


divided into 
three distinctive business groups: 
Producers - - - ~- Agriculture 
Manufacturers’ - - - Industry 


Retailers 
Attached to these three main divisions of 
man’s earning activities are various subdi- 
visions, such as Jobbers, Importers, Export- 





a 


i A 


Houston, Texas 


YountTs 


National Direéor 


ers, Bankers, and Public 
Utilities, so that the picture presents itself 


in the following manner: 


Transportation 


Importers 
PRODUCERS 
MANUFACTURERS 
RETAILERS 
Jobbers 
Exporters 
Jobbers 
Exporters 
Bankers 
Transportation 
Public Utilities 
Each one of these groups or subdivisions 
could not exist without either receiving or 
extending credit, for if the credit element 
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was taken out, the whole structure would 
shrink into itself to such an extent that it 
could no longer support itself. 

Retail Credit is the last but most impor- 
tant phase of the long chain that begins with 
the producer and ends where the merchant 
dispenses the final product for consumption. 

The consuming public, on the other hand, 
is composed of men and women deriving 
their incomes from the following sources: 

Rent 
Dividends and Interest 
Salaries or Wages. 


All of these three items depend, for their 
capacity, upon the general prosperity or de- 
pression of the economical activities at large. 

In extending credit to the consumer, the 
credit grantor should have a vision large 
enough to recognize the trend of the flow 
of business at large, and to survey condi- 
tions with a view to ascertaining where cau- 
tion is advisable, and where risks are safer. 

After all a man’s earning power depends, 
to a great extent, upon the profits or ex- 
penses his particular source of income can 
stand. 


Importers 
PRODUCERS 
MANUFACTURERS 
RETAILERS 
Jobbers 
Exporters 
Jobbers 
Exporters 
TRANSPORTATIONS 
PUBLIC UTILITIES 
BANKS 

The Genoa Conference, the coal strike, 
the textile strikes, the decrease in foreign 
trade, the slow movements of business in 
general are some of the disturbing factors 
that upset all calculations as to what will 
happen in the future. 


But what the tendency is, in which direc- 
tion the commercial and industrial world is 
moving and particularly what has happened 
in the past and what is going on at the 
present time can be ascertained through col- 
lective figures and statistics. 

Retail credits are extended primarily on 
the basis of the 3 C’s, of which Character 
plays an all-important role. 

But we are all influenced by conditions 
surrounding us and particularly so in busi- 
ness. 

Economically speaking, the retailer is but 
a link in the long chain starting from the 
producer—passing on to the manufacturer, 
then to the retailer who finally sells to the 
great consuming public; of course with a 
number of subdivisions between each large 
group. 

Thus the credit grantor in the retail field 
is vitally interested in the problems of the 
day especially in the economical ones. 

Ours is a clientele that is composed of 
men and women deriving their incomes from 
all kinds of sources, dependent upon the 











20 


prosperity or depression prevailing in all 
industries and in all nations, 

No matter to which of the tour below men- 
tioned income classes your credit seeker be- 
longs, his income will always depend first 
upon his individual abilities and then upon 
conditions prevailing in those business circles 
he moves in. But besides this, statistics also 
show you how things are, in a general way 
of course, in these various economical sur- 
roundings. 

Incomes from: 

1. Investments 
Government, State and Municipal 
Railroads 
Public Utilities 
Industrials 
Banks 
Real Estate 
Business & Professions 

4. Salaries & Wages 

Statistical 


wi bd 


pictures are offered with the 
purpose of presenting to Retail Credit Men, 
figures and facts showing conditions of busi- 
ness at large and in particular industries. 

The Committee recommends strongly that 
this work will be continued as it hopes to 
awaken an interest in greater problems 
amongst men who are liable to be drowned 
in the performance of their daily routine 
tasks. 

The Committee’s aims are twofold: 

First: To offer a digest of the numer- 
ous data published by various agencies 
pertaining to economical problems. 

Second. To gather retail collections and 

credit statistics through the local bureaus 
and publish same. 
The Committee feels that 


great extent is an educational one in as much 


its task to a 


as not all credit men admit the necessity of 
looking at their own problems in the light of 
world wide events. 

The Retail Credit Man 
should be so big as to enable him to grasp 


vision of the 


the meaning of happenings in the world of 
economics. He should thus be able to cor- 
relate his own problems with those of his 
neighbor, his community and his nation. 

Retail Credit is but one division of this 
great and indisputably important power— 
Credit. 

Mercantile 

Personal 

Banking 
the brothers and 
they are all interdependent. 

The ultimate goal thus would be to bring 
them all under one roof. 


Investment credits are 


For the future the committee recommends 
that each local association collect figures re- 
lating to collection percentages and send 
same to the committee which in turn will 
prepare a statement giving a survey of re- 
tail collection conditions all over the coun- 
try. 

It also recommends that statistics of any 
kind should be sent in by all members of 
the Association so as to enable the Commit- 





W. B. McConne tri 


Secretary C. A. Verne: Co. 


Pittsburg, Pa. 


National Directo 


tee to be prepared to publish fundamental as 


well as comparative statistics on various 
subject matters. 
There is one more item the committee 


hopes that the new committee will give at- 
tention to and that is the problem of bud- 
gets. 

The Committee believes it most important 
for the Association to prepare a _ model 
budget that would answer all demands. For 
this purpose also the Committee solicits the 
assistance of the membership at large and 
hopes they will forward as many ideas on 
this subject matter as possible. 

In short: 

Statistics pertaining to business in gen- 
eral. 

Statistics pertaining to Retail Credits & 
Collections. 

Budget problems are the headlines for 
the new committee. 
PRESIDENT NELSON: 

port of the Committee on Cooperation with 


Next is the re- 


the National Retail Dry Goods Associations, 
by Mr. Frederic W. Walter. 


A Report of Committee on Cooperation with 
the National Retail Dry Goods Association 

The Committee on Cooperation with The 
National Retail Dry Goods Association is in- 
tended to operate as a medium for exchange 
of ideas and plans between the National Re- 
tail Dry Goods Association and The Retail 
Credit Men’s National Association to the end 
that there might be a closer understanding 
between the two organizations on matters of 
mutual interest. The problems that have 
been presented this year for adjustment have 
not been numerous. 

Their nature has been such, however, that 
the proper solution was to be afforded by 
action of the Officers and Directors of the 
rather than by the 


National Association 


Committee itself. 


The Credit World 


The fact that the Committee has nothing 
particular to report is evidence of the re. 
markably smooth manner in which the two 
organizations are at present functioning jp 
so far as their relations to each other are 
concerned. 

Committee on Cooperation with the 
National Retail Dry Goods Association 
E. B. Schick, Crowley, Milner Co., Detroit 
H. E. Kindig, A. T. Lewis & Son, Denver, 
William F. Powell, Oppenheim, Collins Co, 

New York. 

F. W. Walter, Chairman 

PRESIDENT NELSON: Next on the pro- 
gram is an address on “Local Bureau Sery- 
ice, Credit Reports, Collection and Protec- 
tion Against Fraud,” by Director Grasso of 
San Antonio, Tex. 

(Mr. Grasso’s address will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: I great 
pleasure in presenting Mr. W. V. Trammell, 


take 


of Birmingham, Ala., who will present the 


subject of “Local Association Activities.” 


(Applause) 
(Mr. Trammell’s address will appear in a 
later issue of Credit World.—Ed.) 

Then discussion in 
which Mr. Riley of Kansas City, Dunn of 
Lincoln and Byng of Springfield took a lead- 


followed a_ general 


ing part. 
PRESIDENT NELSON: It is 
pleasure at this time to present to you Mr. 


a great 


Victor Sincere, General Manager of the Bai- 
ley Company, of this city, who will address 
us on the subject of “Relationship Between 
the Management and the Credit Department 
of the Retail Store.” 

(Mr. Sincere’s address will appear in a later 
issue of Credit World.—Ed.) 
PRESIDENT NELSON: 
ber on our program is “The Junior Retail 
Credit Grantors’ Assn.” by A. M. Nye, of 


Wilkins Bros., Des Moines, Iowa. 


The next num- 


(Mr. Nye’s address will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: “Why Are the 
Retail Merchants the Nation’s Political 
Goat?” Mr. J. H. Combs, Executive Secre- 
tary of the Retail Merchants Board of To- 
ledo, Ohio, will present that question and 
give us some ideas upon the subject. I have 
pleasure in presenting Mr. Combs. (Ap 
plause) 

(Mr. Comb’s address will appear in a later 
issue of Credit World.—Ed.) 

President Nelson introduces Col. Franklin 
Blackstone who conducted a general discus- 
sion on Report of the Credit Department 
Methods Committee. 

(Col. Blackstone’s report will appear in 4 
later issue of Credit World.—Ed.) 

PRESIDENT NELSON: We will now te 
ceive the report of the Credentials Commit: 
tee by the Chairman, Mr. A. J. Kruse of St 


Louis. 
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MR. KRUSE: Mr. President and dele- 
gates to the convention: Your Credentials 
Committee begs to report the following cre- 
dentials as approved: 

“Association proxies as per attached, to- 
tal 6,710. 

Individual proxies as attached, 51. 

Individual delegates unattached as _ per 
registration records, 46. 

Total voting strength of the convention, 
6807, being about 65% of the strength of 
the Association. 

“lf any question comes up requiring the 
names of the associations and the vote they 
are entitled to, that list is attached to this 
report. 

“Respectfully submitted : 
“Mr. J. H. Zelch, 
Mr. J. W. Byng, 
Mr. S. E. Edgerton, 
Mr. A. J. Kruse.” 

PRESIDENT NELSON: Under the By- 
Laws, any member has the privilege to sub- 
mit the name of any candidate for Presi- 
dent or Vice President, before the polls are 
closed. Do I hear the nomination of any- 
one for President or Vice President, in ad- 
dition to the report which was submitted on 
yesterday? There being no nominations, the 
ballot is declared closed. What is your 
pleasure, gentlemen, regarding the handling 
of the ballot? 

MR. KRUSE: Mr. President, I move you 
that the Secretary cast the unanimous ballot 
of the Association for the candidates as pro- 
posed by the Nominating Committee. 

.. . Seconded by Mr. McMullen and Mr. 
Hausmann. . . 

PRESIDENT NELSON: These names 
are: 

Mr. Ahl for President, 

Mr. Snider for Vice President, 

Mr. Pease for Second Vice President, 
Mr. Ostermayer, 

Mr. Genens, 

Mr. Liberman, 

Mr. Olson, 

Mr. Younts, 

Mr. McConnell, Directors, 

Are you ready for the question? 

. . The motion of Mr. Kruse is car- 

tied. . 

PRESIDENT NELSON: This motion in- 
structed the Secretary to cast the unanimous 
vallot of the convention. The Secretary is 
absent and very busy with some conven- 
tion business. 

Inasmuch as Secretary Woodlock is tem- 
porarily absent, I have asked Mr. Driver to 
at as the temporary Secretary. Mr. Driver, 
‘Motion was passed instructing the Secre- 
ay to cast the unanimous ballot of the con- 
vention for the election of these gentlemen 
. the officers named. Will you kindly per- 
‘orm the duties of your office ? 

MR. DRIVER: Acting as Secretary, I 

hereby cast a unanimous vote for the of- 


ers, ag recommended by the Nominating 
Committee, 


“We are very sorry, Madam, 


but we cannot open the account—at least, not at this time.” 
“Why, what do you mean, have you written to Chicago?” 
“Yes, indeed—and we have received most favorable replies— 

but, there is another reason—if you will permit me to explain.” 


“Another reason?” 


“Yes, you see in writin, to your references it is the established 
policy of the Los Angeles retail stores to ‘Clear’ your name 
through The Retail Merchants’ Credit Association. This organ- 


ization, which is owned and operated by us as members, keeps a 
Master file * * * * *” 


And having, obtained the opportunity for explanation, the 
credit man proceeds to tell the applicant for credit accommodation 
that our Master record has disclosed that several merchandise ac- 
counts were left unpaid in Cleveland —the city she forgot to 
mention when piving, antecedent references. 


—NOW NOTE THIS— 


If the lady wants credit and we have your claim, she will 
pay you to buy from us: 


If she doesn’t want to pay and we have your claim, she 
won't get credit— and we will have extensive, up-to-the-minute 


information as to her ability to pay upon which to base our 
efforts to enforce payment ! 


—AND CONSIDER THAT— 


Similar conversations take place daily in the credit offices of 
Los Angeles—that’s why we say: 


“She cannot become our debtor until she pays your bill” 


Isn't this a convincing, reason why you should place your 
accounts here for collection? 








Retail Merchants’ Credit 


Association 
300-310 I. W. Hellman Building 
LOS ANGELES 














COLLECTIONS 


SEND 
YOUR 
ACCOUNTS 
TO 
The MERCHANTS 


ASSOCIATION 
of FRESNO 


E tablished 1906 





Owned and Controlled by 
356 Merchants of Fresno 


‘Bonded Employees 


Our References: 
Any Merchant or Bank in Fresno 





Fresno, California 
631 Rowell Blvd. 
L. J. Avren, Secretary 


W. A. Strurceon, 
Manacer Coutection Depr. 














PRESIDENT NELSON: The 
cast and the gentlemen are elected. The Di- 


ballot is 


rectors are elected for the three year term 
with the exception of Mr. McConnell who 
is elected for the two year term. 

PRESIDENT NELSON: The report of 
the Judges of Election will be rendered late 
this afternoon, according to program; and, 
at that time, the new officers and Directors 
will be presented. 

You are now released until 1:30. 





THURSDAY AFTERNOON SESSION 

The Thursday afternoon 
called to order at 1:47 o’clock by President 
Nelson. 

PRESIDENT NELSON: We 
receive the report of the Resolutions Com- 
mittee by Mr. C. J. Allen, Chairman. Mr. 
Allen is with B. Nugent & Bro. Dry Goods 
Co., St. Louis. (Applause) 

(Mr. Allen’s report will appear in a later 
issue of Credit World.—Ed.) 

PRESIDENT NELSON: We now come to 
the consideration of the Fraudulent Bank 
Check Committee report which will be pre- 
sented by Mr. A. D. McMullen, Director, 
from Oklahoma City. 

(Mr. McMullen’s report will appear in a 
later issue of Credit World—Ed.) 

PRESIDENT NELSON: 
Over Due Accounts an Incentive for Better 
Collections”, by Mr. Glenn A. Johnston of 
Rhodes Bros., Tacoma. 


session was 


will now 


“Interest on 


Mr. Johnston's address will appear in a 
later issue of Credit World.—Ed.) 

PRESIDENT NELSON: “The Psychology 
of Collections”, by H. R. Hickox of Pitts- 
burgh. 

(Mr. Hickox’s address will appear in a later 
issue of Credit World.—Ed.) 

Followed an interesting quiz by 
Woodlock. 

PRESIDENT NELSON: My 
of this 
performed at the National Office on August 
The 
first thing brought to my attention was a 


Secy. 


first official 


act, as President Association was 


23rd, on the way back from Houston. 


letter which had been on file for some little 
time from a gentleman who has long taken a 
This let- 
ter very graciously tendered his services to 


keen interest in our Association. 


our Association as legal advisor and I ac- 
cepted. 

Hon. 
(Applause 


I have pleasure to introduce the 
Lawrence McDaniel of St. Louis. 
from audience standing) 

(Mr. McDaniel’s address will appear in a 
later issue of Credit World.—Ed.) 

Followed a general discussion of legal 
questions, Mr. McDaniel answering in ca- 


pacity of judge. 
REPORT OF SERVICE DIVISION 
COMMITTEE 


To the Boards of Directors of the Retail 


Credit Men’s National Association, and the 

Credit Service Exchange Division. 

Your Special Committee, consisting of 
Messrs. D. W. Ahl, J. M. Connolly, A. J. 
Kruse, L. T. McMahon, J. W. Mehling, W. 
S. Rauch and J. R. Truesdale, appointed at 
Cleveland for the purpose of formulating 
plans for a closer cooperation between the 
Credit Service Exchange Division and the 
Retail Men's 
to thereby result in better service, met at 
the McAlpine Hotel in New York City on 


Credit National Association, 


April 7th and 8th, all members of the Com- 
mittee being in attendance. 

After a thorough discussion of the sub- 
ject under consideration your Special Com- 
mittee unanimously recommends: 

1. That the Credit Service Exchange Di- 
vision be subject to the Constitution of the 
Retail Credit 
but that it may adopt such by-laws as may 


Men’s National Association, 
be necessary for its operation and which 
will not be in conflict with the Cons‘itution 
of the Retail Credit Men’s National Asso- 
ciation. 

2. That the Governing Board of the Di- 
vision shall be composed of a Chairman, 
Secretary, and 
four other members, to be elected by the 
members of the Division, and to be known 
as the Board of Control. 


3. That the Chairman and Secretary of 


Vice-Chairman, Treasurer 


the Division by virtue of their office shall 
be members of the Board of Directors of 
the Retail Credit Men’s National Associa- 


tion. 
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Frank GENENS 
Comptroller, Edw. Schuster C: 
Milwaukee, Wis. 


National Director 
4. That the 
Credit Men’s 


amended so that any individual firm, cor- 


Reiail 


Association — be 


Constitution of the 
National 


poration or organization doing a reporting 


or reference clearance business will be 
eligible for membership in the R. C. M.N. 
A. and upon being admitted to membership 
in the R. C. M. N. A. 


become a member of the Credit Service Ex- 


shall automatically 


change Division. 

5. That, for the present, the office of the 
Secretary of the Division be maintained at 
such place as may be designated by the 
Board of Control of the Division. 

In order to put the foregoing recom- 
mendations into effect, your Committee sug- 
gests amendments to the Constitution. 


J. R. Trvespace 
Youngstown, Ohio 


National Direor and Secretary- Treasurer 
Service Division 








SS fF & SF oe ee ee 


— 


oO 





Sessl: 
Bosto 
Th 
Confe 
later. 
Me 
then 
PRI 
ceive 
anyon 
do so. 
Mr. 
Cham 
in Mi 





rid 


Reiail 
ion be 
rm, cor- 
eporting 
will be 
>» M.N. 
mbership 
matically 
‘vice Ex- 


ce of the 
tained at 
1 by the 


g recom- 


‘ittee sug- 


ion. 


The Credit World 





—_— 


Can a Good Credit Man 
Be a Salesmanager ? 


Exceptional opportunity open to credit 
man who has saved a little money, to 
handle one of fifteen new divisions to 
be opened by established international 
Will yield $5,000 to $15,- 
000 a year to man who combines na- 
tive sales-executive ability with thorough 
knowledge of credits and colleétions. 
Investment of $500 to $1,000 in 
equipment required, subject to refund. 


concern. 


cAddress: Sales Promotion Dep't 


United Creditors’ Association 
Home Office American Bank Building 













reasurel 











Los Angeles - California 
PRESIDENT NELSON: We will con- 
tinue our discussion of Local Association 


activities. 

This was very interesting, Mr. Rayson of 
Tulsa, Mr. Riley of Kansas City, Mr. Hur- 
comb of Akron, Mr. Muller of Seattle, Mr. 
Sessline of Oklahoma City, Mr. Starr of 
Boston, taking part. 

Then followed reports by various Group 
Conference Chairmen, these will appear 
later. 

Membership trophies and prizes were 
then presented by Secretary Woodlock. 
PRESIDENT NELSON: We now will re- 
ctive invitations for the next Convention; 
anyone desiring to present an invitation may 
do so. 

Mr. Krieger, Secretary of the Milwaukee 
Chamber of Commerce, invited us to meet 
in Milwaukee. 

Mr. H. Nelson Street, Secretary of Provi- 
dence, Rhode 
merce, in a very eloquent speech, invited 
w to Providence. 

Mr. L. McDaniel of St. Louis announced 
that City withdrew in favor of Milwaukee. 
The New Officers and 
presented to the Meeting. 

PRESIDENT NELSON: Will the Com- 
mittee who are to escort Mr. Ahl to the 
platform accommodate us by bringing Mr. 
Ahl forward ? 


Island Chamber of Com- 


Directors were 


+. . Applause and cheers from audience 
sanding as Mr. Ahl is escorted to the plat- 
form, . 

Iam pleased to advise you, Mr. Ahl, 
that you have been elected President of this 
Association. I congratulate you on_ this 
honor, I contratulate your co-workers, the 
Viee Presidents and Directurs, upon the 
tonor which has been bestowed upon them. 
In handing to you, sir, the gavel of the 
ofice, I wish you the very, very best of 
wecess. The very best wish, Mr. Presi- 


dent, which I can accord to you is that 


the members of the Association may treat 
you as kindly as they have treated me all 
through the year and throughout this con- 
vention. toward 


the close of each session the numbers were 


We have witnessed that 


larger than at the beginning; you have re- 
mained splendidly. If they are that good 
to you, you will be as happy as I am at 
this time in thinking of all the goodness 
that has 


cheers.) 


come to you. and 


Ahl. 


( Applause 
President 
plause and cheers.) 


PRESIDENT AHL: Mr. 


(Prolonged ap- 


Chairman, fel- 


low members of the Retail Credit Men’s 
National Association. In ascending to the 
Presidency of this organization, a great 


honor has been conferred upon me, perhaps 
the greatest in the mercantile field. While 
our organization may be smaller in point 
of numbers than some others, we are not 
behind in ideals and the great power we 


represent. 

I accepted this honor from no personal 
desire but from the efforts of delegates and 
members from all parts of the country, and 
as some supreme power rules our destiny 
so our led. 


pledge to 


lives are I hope that every 

himself that he 
will bring in one new member during the 
year, thus making the in-coming adminis- 
tration a success. 


member will 


I make no promises for the coming year, 
but rely on your confidence that you have 
placed in me; therefore I feel that no prom- 
ises are necessary. There is one point I 
want to bring up. 


an address, 


I do not intend to make 
but we have been accused I 
think twice during this convention as re- 
tail credit men of creating destructive credit. 
I do not believe that there is a retail credit 
grantor connected with the National Asso- 
ciation who is guilty of this accusation. I 
would hate to think so. We are construc- 
tive and sometimes people who make re: 
marks of this kind do not analyze what 
they are saying. 

As Mr. Price said, the retail credit man 
is the hub about which everything revolves. 
Do the manufacturers, the wholesalers and 
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the bankers realize that 


fails to 


if the retail man- 
ager accept his receivable, their 
If the 


retail credit manager did not collect his re- 


credit managers stop functioning? 


ceivable the whole credit basis would be 
undermined or destroyed. 
In conclusion, I will say that as credit 


managers let us so lead our lives that we 
can look every man in the eye and when 
our time comes to pass into the Great Be- 
yond, it can be said the world is just a 
little bit better that we have lived. I thank 
you. (Applause) 

Mr. Secretary, is there anything else: 

PRESIDENT AHL: 
“Auld Lang Syne.” 


We will now sing 


Audience sings. . 


There being no more business before the 


1922 convention we stand adjourned. 


ADJOURNMENT 


A LITTLE WALK AROUND YOURSELF 
When you're criticising others 
And are finding here and there 
A fault or two to speak of 
Or a weakness you can tear; 
Then you're blaming some one’s meanness 
Or accusing some of pelf— 
It’s time that you went out 
To take a walk around yourself. 


There’s lots of human failures 
In the average of us all, 
And lots of grave shortcomings 
In the short ones and the tall; 
But when we think of evils 
Men should lay upon the shelves, 
It’s time we all went out 
To take a walk around ourselves. 
We in this life 
This balancing of scales, 


need so often 


This seeing how much in us wins 
And how much in us fails; 

But before you judge another— 
Just to lay him on the shelf 

It would be a splendid plan 
To take a walk around yourself. 








G. C. Driver, President. 





Appreciation from Cleveland 


Cleveland’s retail credit men and women, members of the Cleve- 
iand Retail Credit Men’s Company, are a unit in their desire to 
express to the officers and members of the Retail Credit Men’s 
National Association their sincere appreciation for the opportunity 
to serve as host to the 1922 Convention. 

Cleveland is justly proud, not for any part its workers played 
but for the unsurpassed and unequalled group of men and women 
we were privileged to present to the City as most truly representa- 
tive of retail interests throughout the United States. 


W. H. Gray, Secretary. 
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Find the Answer Instantly 
in the New Credit Men’s Roster --- 


--Who is in your line of business in 


Grand Island, Nebraska? 


-Who can give you information about 
that new customer who has just ar- 
rived from Syracuse, New York? 


Who can you write to for information 
about that “skip” who it is reported 
has moved to Portland, Oregon? 





This and other information is at your finger tips in the new 


R. C. M. N. A. Membership Roster, which is just off the press. 


In it are names and addresses of over ten thousand members of 
the Retail Credit Men’s Nat’l Association, each “keyed” 


to indicate his line of business. 


SIZE, 4x9 INCHES 
Convenient for desk or pocket 


The Price is Only One Dollar 
You'll save that on your first collection 
The Quantity is Limited 
Order your copy from ‘National 
Office TODAY 
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Junior Department Stores 
Credit Methods Committee 


I have been requested by our worthy 
President, Mr. Nelson, to prepare something 
in the way of a suggestive outline of work 
for a future committee who will give special 
attention to plans and methods suitable for 
department stores doing a total volume of 
business up to three or four million dollars 


annually. I have chosen to designate this 


as the Junior Department Stores Credit De- 
partment Methods Committee. 

Meaning by the term “Junior Department 
Stores” those doing a volume of business an- 
nually up to three or four million dollars. 
This designation of the committee as wel! 
as any other part of this report is subject 
to such changes as may seem wise. The 
following outline is only a suggestion to 
assist the future committee to get their 
work under way to be reported at the Con- 
vention in 1923. 

Every Credit Department Manager has 
read carefully the report made at the Hous- 
ton Convention last year by the General 
Committee on Credit Department Methods. 
That report was an excellent one and shows 
very careful and painstaking work on the 
part of the men who prepared it. It has 
been of much value to me and I am sure it 
has been to every one who read it thought- 
fully. 

The thought in creating a Junior Depart- 
ment Stores Credit Department Methods 
Committee does not mean that any one has 
any criticism of the General Committee's 
report but is only following out the policy 
of the Retail Credit Men’s National As:o- 
ciation in their efforts to give to its mem- 
bers, the experiences of men qualited to 
speak on methods suitable for very large 
stores and also to bring them if possipie the 
experiences of successful credit men in han- 
dling the business of those stores doing a 
smaller: business which we choose to desig- 
nate Junior Department Stores for ovr cun- 
venience in this article. 

You will note that plans are under way 
for a report on specialty stores, grocery 
stores, hardware stores and so forth. 

A. Junior Department Stores include 
those doing a total volume of business up tc 
three or four million dollars annually. 

B. The Credit Manager will be treated as 
having complete control of credit granting 
and the collection of all accounts. 


C. Suggestions for the best arrangement 
of the office so that the customer coming into 


By Jas. H. Taylor, Omaha 


that department may be served to the best 
advantage possible. 

D. Keep in mind the advantage of having 
the ledger accounts accessible for quick ref- 
erence. 

E. Would recommend that all autkoriza- 
tion be done in the main office under the 
direct supervision of the Credit Manager. 
This refers to the absence of any credit au- 
thorizer in tube room (when Lamson system 
is in use), always keeping in mind that ac- 
curacy is more desirable than speed. All 
authorization should be done by an em- 
ployee of the credit office and thea only 
while on duty. 

F. Careful study of how to take an appli- 
cation and what information is desired 
Forms to be submitted by committee. 


G. Conveying to the customer the terms 
of sale during the taking of the applicatior 
and also stating them in the letter accepting 
the account. 

H. The Credit Manager, as far 2s pos- 
sible, should personally take all applications 
This establishes a personal contact and an 
acquaintance that is of great value in han- 
dling the account properly and builling up 
the business. The Credit Manager should 
analyze all applications and approve same. 

I. The necessity of having an assistant or 
understudy who can follow up the work in 
the absence of the Credit Manager and carry 
out the details at all times leaving the Credit 
Manager free to do the more important 
things and put in operation plans to secure 
new business. 


J. Suggestions for securing new business 
and the importance of the Credit Depart- 
ment being a business builder. Recomm=nd 
that the Credit Manager take a course in re- 
tail salesmanship. 


The solicitation of new accounts Every 
prospect should be investigated before being 
invited to open an account. Some use Club 
lists, telephone lists, rating books (when 
such book is issued). Out of town lists may 
be obtained from banks or reliable <«ources 
by paying for same at so much per name. 
K. Inactive ledger sheets should he used 
in the follow up system. Many accounts 
can be made active and many savea who 
have some real or imaginary complaint that 


was not properly adjusted. 

L. Consideration of the collection de- 
partment. When should second statement 
be mailed, when first letter or telephone call 

M. Placing accounts for collection outside 
the company’s office, when and in what man- 
ner. 


N. The use of form letters in the collec- 
tion department. The use of the telephone. 

O. If business requires an outside collec- 
tor, special system must be employed to meet 
this. If everything is handled by the credit 
manager and his assistant, a very good di- 
vision of the work is to have the manager 
take applications and handle the collections, 
allowing assistant to watch limits and re- 
lieve authorizers. 

P. Bill or account adjustment. The Ied- 
ger account should show every item under 
adjustment and statements on these accounts 
should be mailed only by the one in charge 
of adjustments. 


Q. Accuracy in rendering statements is 
very necessary. An inspector of billing who 
in some cases acts as a bill adjustor has been 
found very desirable and profitable. 

R. Every company should have something 
ef a definite policy regarding collections 
which in time their customers come to under- 
stand and appreciate. 


S. Identification of take-with purchases, 
coin systems, identification cards, or fluor 
superintendent’s O. K. No matter what sys- 
tem is employed, it must be enforced to be 
effective. A lax system is more dangerous 
than no system at all. 


T. Control of limits. Many plans have 
been tried. The plan of having limits on 
ledger sheets and have the billers report 
over-buying to the Credit Manager is the 
most simple. 


U. Asking and giving of trade references. 
Where there is a local reporting bureau, ali 
inquiry should be made and answered 
through the bureau. Where there is no local 
bureau, the fullest and most accurate re- 
ports should be given on all inquiries. 


V. Auditing department should be in fuli 
co-operation with credit department and 
where possible, the day’s work should be so 
audited as to allow the billers to begin on 
their work, by posting cash the first thing 
in the morning and all charge sales be ready 
for billers as soon as cash is posted. This 
can be done, some are doing better. Desir- 
able to have accounting department as it re- 
lates to the customers’ accounts under the 
control of the Credit Manager. 

W. Cashier for accounts receivab‘e must 
be able to meet customers in a friendly and 
business-like way. See that they all go away 
pleased and satisfied. 


Continued on Page 26, Column 3 








An Open Letter 


from H. Victor Wright, Secretary, Brock and Company, Los Angeles, 


and Past President, Retail Credit Men’s National Association 


To the Members of the Retail Credit Men’s 
National Association, in convention as- 
sembled at Cleveland, Ohio 

Fellow Members :— 


The 
President Nelson to participate briefly in the 


exceedingly cordial invitation of 
truly wonderful program outlined for the 
Convention of 1922 has been most deeply ap- 
preciated—for I realize that one’s absence 
from three successive convention gatherings 
might, with good reason, be regarccd as a 
disqualification from any such recognition. 
Indeed, so fully did I recugnize this that 
at first I hesitated to accept the invitation, 
but its renewal, linked with the fact that it 
was my privilege to preside over the delib- 
erations of the Cleveland Convention of 
1917, has impelled me to iely upou yeur 
generosity to the extent of a brief message. 
who were 
present at the 1917 in 
the same city are instinctively contrasting 
the Association of today with that of five 
years ago—as it is portrayed by these an- 


I am sure that those of you 
convention of 


nual gatherings—and you have reascn for 
congratulations as you note the growth and 
the development which have taken plsce 
during the intervening period. 

In celebrating the tenth anniversary of vur 
National Association, Mr. Gilfillan is sched- 
uled to carry your thoughts back to Spokane, 
Wash., in 1912, and last year I toox the lib- 
erty of suggesting that we should pay tribute 
to S. L. Gilfillan as the man who served as 
the President of the Association duris.y those 
first years, and who so largely carcicd the 
burden of its responsibilities and whose cp- 
timism and vision are so largely responsiNe 
for the organization of todzy. I am svre 
that you will not be unmindful of the debt of 
gratitude we owe him. 
direct 
thoughts for a moment to the self-s.crificing 
efforts of the man whose loyal and efficient 
service so largely contributed to the growth 


This year I would like to your 


and development of our National Association 
during the year which ended with the “leve- 
land Convention of 1917. I refer, of course 
to A. J. Kruse, of St. Louis. 


I wonder if you realize the fact ihat the 
membership of the Association at tie com- 
mencement of the year, which concluded at 
that time, was considerably less than 80¢— 
with an annual income of less than $2000.06 
—and that during that year 1004 new mem- 
bers were added, the additional mer.lerskip 
exceeding, therefore, the entire merabership 
of the preceding years, while the year ended 
with the finances of the Association greatly 
strengthened—with annual receipt: morc 
than doubled and with cash on hand more 


than three times the amount with which the 
year was entered. 

In my Presidential report at that time I 
referred to our indebtedness to him. as an 
Association, for his untiring efforts and I 
feel that this is a fitting time and place to 
reiterate this indebtedness and call to mind 
the loyal service which he rendered. 

Today we are reaping the benefits of just 
such sacrifice and I believe that your com- 
ing together at this time will be the richer 
for the few moments which may be civen tu 
the past. 

I rejoice with you in the sacrifices of later 
vears and the enlargement of the sccpe of 
our National activities and the bettermen: 
of our service. I would like to join witl 
you in the commendations wkick you will be- 
stow upon the officers and directors of the 
year now closing and especially upon Presi- 
dent Nelson, whose time and ability have 
heen so lavishly and unselfishly devcted tc 
the interests of our Association, and to Na- 
tional Secretary Woodlock for his faithful 
and efficient service.’ 

Each year in the history of our Association 
should be characterized by some definite 
progress, whether in growth or in service, or 
in both. 
very marked improvement in our National 
Bulletin and I trust that you will, by your 
actions at the Convention of 1922, make pos- 


The year now ending has seen a 


sible a still greater improvement, fer vuur 
bulletin should be the recognized and author- 
itative mouthpiece for all that concerns the 
interest of the retail credit grantors of the 
country. 

In matter of legislation our Association is 
still a negligible quantity and [ believe thai 
the time is now ripe for the development of 
the usefulness of our National Association in 
that direction. I cordially submit this 
thought for your censideration as the chir- 
acteristic which should mark 
year. 


the coming 


I have often expressed the though:, and in 
the presence of many of you in the past, 
that the growth of our Association y'ill take 
care of itself in very large measure if we 
are rendering a service which justifies cur 
I would like to 
emphasize this thought again, for since I 
first expressed it in the Convention gather- 
ing in Omaha, in 1916, my judgment in this 
regard has been unwavering and unshaken. 


existence and our support. 


Happily, new associations are springing 
up quite rapidly in all sections of the coxn- 
try and as our service is recognized their af- 
filiation will be assured—therchy aiutomati- 
cally increasing the membership of our Na- 
tional organization. 


Looking at the problems of our National 
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Association with the keen interest f man 
years, may I be pardoned if I conclude with 
one added thought for your consider:t’on—, 
recommendation which I have taken the lib. 
erty of submitting heretofore—the appoint. 
ment of a Finance Committee, whose duty 
it would be to prepare a budget for the 
succeeding year and to assume the responsi- 
bility for the holding of the expenditure; 
of our Association within the bounds of the 
income upon which it can definitely rely, 

I trust that your gathering will exceed jp 
interest and enthusiasm all records of the 
past and that the new year may reflect th 
light which your reasoning together will 
shed upon the problems of our Assoviatio: 
activities and of our individual pro'slems as 
the grantors of individual credit throughout 
the Nation. 


Sincerely yours, 
H. Victor WricHt 


Los Angeles, California, 
June 5, 1922 





Credit Methods Committee 
Junior Department Stores 
Continued from Page 25 
X. Filing credit information so that it 
is ready for use on short notice. 

Authorizers file should consist of a rotary 
fle containing at least the number, n+me, ad- 
dress and limit of each account. This may 
be the limit for any one single purchase or 
may be the total limit owing at one time 
preferably the latter. Master cards should 
be in file convenient to both credit manager 
and authorizer. 

Y. System for keeping up change of ad- 
Where the 


credit bureau is functioning properly, it will 


dresses a very important task 


be found a most reliable source of changes 


of address. 


Z. I feel it is impopssible to prepare a re- 
port of this nature without following the 
general outline of the Credit Methods Com- 
mittee, who reported at Houstun. They cov- 
ered the ground so thoroughly that it is im- 
possible to go around them. Therefore my 


apologies to them. 

Many more points of vital interesc might 
be mentioned and will undoubtedly be in- 
corporated in the final repert of the com 
mittee. 


I thank you. 





«36 ACCOUNTING Problems Solved 
by C. P. A.’’ Cloth bound, loose leaf, new, 
' Prepaid $1. 
Building, 


original, up-to-date, valuable. 
Walhamore Company, Lafayette 


Philadelphia, Pa. 
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Report of the Chairman of the 
Committee on Credit 
Education 


By S. E. Blandford, Boston 


Last year President Lawo asked me to 
make an address to the Convention of 1921 
and suggested that I might choose my own 
subject. The subject I chose was Credit 
Education and as a result of that address 
President Nelson later asked me if I would 
continue to develop that subject and to make 
an effort to put into effect some of the sug- 
gestions and recommendations that had been 
made. 

The importance of this subject, I think, 
was not over-emphasized by me last year. 
Nor do I think it was taken too seriously by 
those who have given some thought to the 
subject. As for myself, however, I am quite 
frank in saying that I had not fully realized 
the magnitude of the task, nor have I at any 
time overlooked my own shortcomings or my 
inability to do full justice to the task of 
which the surface has barely been scratched. 

The first thought suggested was to ar- 
range a conference of leaders from several 
of the leading universities from different 
sections of the country where credit subjects 
had been studied and taught tor a few years. 


It was in my mind that such a conference 
would develop a plan of action whereby 
some co-operative effort may be made for 
uniform and constructive teaching of the ele- 
mentary, yet underlying principles of credit 
and its application to the deeper economic 
problems of today, and of the future. 

The demand upon my own time since the 
Convention of 1921 and the necessity of con- 
serving the finances of the National Associa- 
tion precluded the of holding 
such a conference as has been anticipated. 


possibility 


It seemed impossible, therefore, to go any 

further than the immediate vicinity of my 
own City of Boston. Mr. McMahon of Wm. 
filenes Sons Company, Mr. Day of Smith 
Patterson Company, with myself, were mem- 
vers of the Educational Committee of the 
cal association of Boston. A meeting of 
the Committee was arranged last November 
which I invited representatives from the 
Departments of Business Administration of 
boston University, Harvard College and The 
Massachusetts Institute of Technology. 

The discussion at that very delightful 
meeting brought out this fact very clearly— 
that there was and is a very wide diver- 
sence of opinion as to whether it is practical 
« advisable to introduce this subject in the 
tigh schools. 
lt has been my idea for a long time that 
"the relation of credit to the whole econ- 


omi . 
mic problem is to be properly understood, 


that if sound credit is based on character, 
the minds of the youth of this country should 
be trained along these lines. 

It seems logical to suggest that if the busi- 
ness interests of the country find it neces- 
sary to educate the public in the ethics of 
ordinary business relations, why not begin 
to incorporate such a course of instruction 
in the curriculum of the public schools? Why 
not strike at the very foundation of our edu- 
cational system? 


The first answer that these 
masters who came to confer with us was 
that the curriculum of the school is already 
overloaded. Some concerted attempt must be 
made to eliminate the frills and non-essen- 
tials from our high school courses and from 
college courses and get down to fundament- 
als. 


came from 


The second and perhaps more important 


answer was that very little material was 
so-called Credit Education, 
particularly as applied to Retail Credit and 


related matter and nothing was or is avail- 


available on 


able that may be used in consecutive teach- 
ing during the school year or even for one 
semester. 


The suggestion was made that someone 
sheuld be prepared to appear before Educa- 
tional Conventions to present the possibilities 
of Credit Education. Before 
however, it will be necessary to 


this, 
prepare 
and to be prepared to furnish material which 
may be used in consecutive study for at 
least one semester. 


doing 


There is plenty of material available on 
the general subject of credit but very little 
arranged in teachable form. This is more 
particularly true of Retail Credits and in all 
that interests the members of this Associa- 
tion. 

Within the last few weeks a book has been 
published entitled “The Retail Charge Ac- 
count”. A worthy product of the Committee 
on Education of the Associated Retail Credit 
Men of New York and edited by F. W. 
Walter, who needs no introduction to this 
Convention. 

Time has not permitted me to study this 
volume carefully but from the short time 
that I have been able to devute to its pages, 
I believe it is the most comprehensive, most 
up-to-date, the most practica! and the very 
best work of its kind yet published. 

Another volume which commands atten- 
tion is entitled “Retail Credits and Collec- 
tions” by Dwight E. Beebe and published by 
Harper & Brothers. 
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It seems to me that for the thought and ef- 
fort, which has made possible the publica- 
tion of these two volumes I have mentioned, 
the Retail Credit men of this country owe a 
debt of gratitude which calls for 


recognition by this Convention. 


suitable 


Every credit manager in the country will 
be benefited by having a copy of the “Retail 
Charge Account” on his or her desk. 

It has been my opinion that the educa- 
tional work of the National Association 
should be undertaken by the National Office. 
This may be impossible at the present time 
until assistance is provided for routine work, 
thus leaving the National Secretary free to 
devote much of his time to the development 
of progressive thought on subjects which 
are of vital concern to the whole member- 
ship. 

The work of the Educational Department, 


as I see it for the immediate future, is as 
follows: 


1. To co-operate with the Editor of the 
Credit World in all matters of educational 
advantage to the membership 


2. To outline and distribute 


to the mem- 
bership a pamphlet which may be used by 
retail merchants throughout the country to 
enlighten and educate their respective cus- 
tomers in the proper use of charge accounts 
pamphlet which will 
outline and emphasize the advantages of 
the charge system for the convenience of 
the public and to facilitate ease and safety 
in shopping, which may be used in soliciting 
charge accounts. 


3. To prepare a 


4+. To prepare a course in Credit and 
Collection subjects for credit classes in local 
associations. 

5. To work in co-operation with the 
several universities throughout the country 
already conducting credit com- 
piling data for a full course in Retail 
Credits and Collections which in due time 


may be introduced in Educational Conven- 


classes in 


tions and to work for universal adoption 
and teaching wherever it is possible to in- 
clude such a course. 

6. ‘To prepare and distribute to local as- 
sociations a program of publicity to be used 
in newspaper campaigns which in co-opera- 
tion with the local Credit Service Exchange 
will cover the whole Credit program. 

7. To study and prepare data for distri- 
bution to local associations whereby the edu- 
cational committees may become more effec- 
tive and to establish uniformity of method 
and action throughout the country. 

8. To study and develop the possibilities 
of Credit Education by use of the radio sys- 
tem. 

If the National Office is not ready to take 
a position of leadership I recommend to the 
incoming President that he shall seek to find 
among the members of this Association one 
who is qualified by education and experience 
and who is so situated that he may be able 
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Furniture ana Installment Stores 
Credit Methods Committee 


By Earl Linn, Des Moines 


I believe this is the first opportunity tu 
bring before the National Conyentioa a dis- 
cussion of Credit Methods used by furni- 
ture and installment stores. It is not sur- 
prising, however, that this topic should be 
given some consideration, becavusc the leg.ti- 
mate installment business has forced its way 
into almost every line of merchandis'ng and 
even the strictest thirty day houses are us‘ng 
it in some departments of their stores. 


Let us consider first the necessity for svJl- 
ing furniture on the installment plan. In 
the days of our great-grandparents when a 
young couple decided to struggle through 
life together they were content to take a 
few old pieces of furniture from their par- 
ent’s attics, make some curtains from ma- 
terial that mother had accumulated through 
the years, use a couple of rugs that had beer. 
discarded by the family, aud were joyfu! 
in the thought that they had the nucieus of 
a home. Then as they needed and could pay 
for them, they would buy one piece at a 
time until their wants were satisfied. Not 
That they may “Keep Up With 


’ 


so today. 
the Jones’,’ 
the modern “Newly Weds” have a complete, 
new, and up-to-date outfit of turniture from 


it is absolutely necessary that 


a floor mop to a grand piano, and of course 
they haven’t the cash to pay for it. 


Now it would be most unbeceming for a 
shrewd merchant not to take advantage of 
such a condition as this in order to double 
his business and at the same time make it 
possible for the buying public to fulfil! their 
To be sure it costs the tuyer 
ten per cent more but he is perfectly willing 
to pay that premium for the privilege of 
getting the goods six months or a year sooner 
than he could otherwise have bought ther. 


ambitions. 


But when the Credit Man checks over the 
bill of goods and tries to eliminate sume of 
the items so that the monthly payments re- 
quired on that size bill are in keeping with 
the customer’s earnings the fireworks hegin. 
That, however, very frequently has to be 
done and the wise Credit Man will never 
allow a customer to buy beyond his ability 
to pay, because a small bill paid promptly 
and added to later on is much more profit- 
able to both buyer and seller than 27 over- 
sold account that immediately gets in arrears 
and the credit man is either forced to cut 
down the payments or the customer becomes 
so discouraged that he throws up his hands 
and quits. 


In conducting an installment business of 
this kind, it is very often necessary to selli 
large bills to people who have no credit 
rating. They may have just moved to town, 
or are just getting married, or have livec 


in furnished rooms and paid cash for a’‘l pre- 
vious purchases, but now they ask for credit 
to the extent of five hundred or a thousand 
dollars and they want the goods delivered 
“today” or at the latest “tomorrow afzr- 
noon”. Of course, it is imperative that vou 
have some security and the only thing they 
can offer is the furniture you just sold them. 
Therefore, some form of mortgage or con- 
tract is necessary. There are numerous forms 
in use but the most practical is the Cordi- 
tional Bill of Sale Contract, and for the 
firm’s protection it must contain numerous 
features, a few of which are here enumer- 
ated. 

(1) That the Title of Ownership of all 
these goods shall remain in the selle: until 
the entire bill is paid in full. 

(2) That if for any reason it shoud he- 
come necessary to repossess the goods, any 
and all payments made shall be corsidered 
as rent for the possession and use of the 
merchandise. 

(3) ‘That if at any time the seller shall 
feel that the indebtedness thus created is in- 
secure or unsafe, or proper cure is not being 
taken of the property, the seller shal! have 
the right of repossession. 

(4) That the seller may, without process 
of law, enter the premises where the prop- 
erty is or is supposed to be located and take 
possession of it, and that the buyer waives 
all right of trespass or damage therefrom. 

(5) That at the option of the seller he 
may declare the entire balance due and p2y- 
able at once and may institute suit for same, 
and the buyer agrees to pay all costs in- 
cluding reasonable attorney’s fee. 

(6) That the buyer hereby declare that 
he is of legal age and capable of entering 
into this contract. 

(7) That any substitutions for or ad- 
ditions to this bill of goods shall be gnrv- 
erned by the same conditions as here set out 
and the buyer agrees, at the request of the 
seller, to execute a new conditional bill of 
sale contract upon any and all after-acquired 
or substituted property. 

(8) That the buyer shall not sell, trans- 
fer, encumber, or remove the property witk- 
out the written consent of the seller. 

The wording and execution of the Condi- 
tional Bill of Sale Contract should of course 
comply with the laws of the various states. 
In Iowa, for instance, it is only necessary 
to have the signature of either the husband 
or wife to bind both. It is only necessary to 
acknowledge before a Notary the signature 
of either the buver or the seller in order 
to record the instrument. It is considered a 
criminal offense to sell, conceal, or dispose 
of goods purchased under conditioral bill 
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of sale contract and such offense is punish. 
able by fine or imprisonment cr both. The 
instrument must be recorded with the County 
Recorder in order to protect the seller against 
an innocent purchaser or a landlord’s lien, 
We can, however, still bring criminal action 
against the original purchaser on an unre. 
corded contract. That is, if we can find hin, 

In selling on the installment plan, the item 
of insurance is a very important one. The 
firm should carry a blanket policy protect. 
ing it against loss by fire. We, for in. 
stance, carry a policy covering an unpaid 
balance on all accounts up to five hundred 
dollars. In excess of this amount, the cuys- 
tomer should be obliged to carry insurance jp 
favor of the seller and file the policy with 
him. This can easily be done ard any 
agency will gladly look after the details and 
make your firm co-beneficiary, the first pro- 
ceeds to pay your account and the halance 
to go to the customer. 


The credit man or his assistant should 
meet all new customers to discuss terms of 
payment, secure adequate information, and 
get that personal contact that is so vital in 
making collections and handling the account 
later. And let me add that I have never 
found it possible to get too much informa- 
tion about a new customer—the name and 
address of a friend or a relative, or who 
recommended that he come to your store, his 
occupation, his boss and for whom he for- 
merly worked. Jot all down on your refer- 
ence blank and some day when he moves 
and quits his job all at once, you will have 
some means of locating him. 

The salesman should introduce the cus- 
tomer to the credit grantor and then retire 
without further comment as to terms unless 
the customer has previously indicated his in- 
tention of making unusually large payments, 
and then a tip to the credit man is often of 
It is desirable that the 
salesman never discuss terms. It is his job 
to sell the merchandise and let the Credit 
Department sell the terms. And even the 
credit grantor should never suggest terms. 


material assistance. 


Get the customer’s idea and learn his ability 
to pay, make him state the amount of the 
initial and monthly payments and _ seventy 
per cent of the time he will commit himself 
to more than your minimum terms. 

The credit man should, without exception, 
have a private office where he can talk to 
the customer without any interruption and 
where their conversation will not be heard 
by other customers or the office force. The 
credit man like a doctor should be the con- 
fidant of the customer and he can get twice 
as much information and will have double 
the satisfaction with him seated comfortabls 
across the desk than he would have if the 
customer were standing at a counter in full 
public view. Make him feel that his is the 
one sale of that whole day in which you 
into the very bad habit of trifling with his 
individual credit, just as people with whom 


Continued on Page 30, Column 3 
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Advertising For New 
Credit Accounts 


By J. W. Metcalfe, Omaha 


Having spent fourteen years of my life 
in the advertising department of one of the 
great dailies of the West, knowing of the 
yast amount of money paid out by retailers 
for publicity each and every year, I had no 
idea that credit managers of America were 
of such modest type until after having re- 
ceived quite a large number of repiies to 
some thirty letters that I sent broadcast to 
diferent heads of credit departments, asking 
them for some information that might be em- 
bodied in the paper I was asked to prepare. 

With very few exceptions the claim was 
made that they did not believe in it, al- 
though very few had ever given it a fair 
trial. 

One or two claimed that they received 
more or less valuable results. One of these 
gentlemen replied that the members of his 
association regarded advertising for charge 
accounts as “unethical 
He admitted, however, that they had never 


and unprofitable.” 


tried it, so we may in all fairness forget 
As to it being 
ethical,” it is interesting to note that in most 
of the replies received it was said that they 
followed the general practice of look:ng up 
real estate records, interviewing bank of- 
ficials, and in various unostentatious ways 


his “unprofitable.” “un- 


seeking to persuade people to open charge 
accounts. We can not fail to remember that 
though some physicians are so ethical that 
they will not pay for newspaper adver- 
tising, yet hardly a day passes that their 
names do not figure conspicuously in the 
personal and 
papers. 

One reply announced that in the several 
instances 


social pages of our news- 


where the leading department 
stores had advertised for charge accounts, 
they had received good response and ob- 
tained desirable customers. It was pointed 
out that in the same locality two leading 
gtocery stores advertise weekly for charge 
accounts, and reported that the plan was 
proving entirely satisfactory. It was ex- 
plained, however, that the thing which made 
it entirely satisfactory was the fact that 
these grocers used the retail eredit bureau 
as the method for protecting them. 

One of these correspondents who was not 
in favor of newspaper advertising on this 
line, admitted that 30% of those respond- 
ing to the advertising had been accepted. 
After reflection upon the common experi- 
‘tees of men, it is difficult to understand 
why this correspondent thought that a 30% 
Tesponse amounted to failure. 

Another correspondent said that as a re- 
wht of the advertising campaign 25% of 
the applicants were promptly refused, an- 
other 25% never materialized, but about 


50% opened charge accounts and became 
satisfactory customers. 

Another correspondent appeared to think 
that the proposition involved a choice be- 
tween two plans, one of promotion work, 
and one of investigation into credit stand- 
ing. The truth is that the two go hand in 
hand. 


motion. 


Investigation obviously follows pro- 


It would be utterly useless to engage in 
newspaper advertising for charge accounts, 
or indeed in any sort of promotion work, 
unless we had established thorough facil- 
ities for investigation. For this reason it 
is not at all difficult to understand why 
many of these correspondents thought an ad- 
vertising campaign would be a failure in 
smaller towns while it might be successful 
in larger communities. 

By keeping in mind the all important point 
that investigation is the essential adjunct to 
promotion, we may readily uuderstand that 
the promotion method may be as _ success- 
fully applied in smaller communities as in 
larger ones, provided the facilities through 
retail men’s organizations for credit reports 
has been provided and sciemifically main- 
tained. 

One of these correspondents emphasized 
the fact that his firm had advertised for 
charge accounts only in the country editions 
of the newspapers, and that there was no 
noticeable increase of applications in the 
country. There was, he said, a noticeable 
increase of applications in the town on the 
part of his old “dead-beat” friends. Of 
course, these old-timers, like the poor, are 
always with us, and prepared under all cir- 
cumstances to bear their creditors burdens 
with Christian fortitude. But for the proper 
handling of such customers, credit bureaus 
have been created, and experience demon- 
strates that on this line, credit bureaus are 
doing the business. 

It is very probable that the smallest re- 
sponse to newspaper advertising would be 
from the country districts, for the reason 
that no organized effort has been made to 
persuade the country people to open charge 
accounts. If such charge accounts are de- 
sirable, and of course we know they are, 
they are to be reached by the direct method. 

For instance, I have in mind a very suc- 
cessful credit manager who adopted the plan 
of writing to the Assistant Cashier of a 
bank in every town within a 40 mile radius, 
and asking him to select some reliable per- 
son who would furnish this credit manager 
with a list of perfectly good people in his 
community. The credit manager offered to 
pay for this list two cents per person. It 
developed that in most cases the Assistant 
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Cashier himself earned the two cents, and 
the result was that this credit manager ob- 
tained perhaps the best list of country charge 
accounts that has ever been secured in a 


business house in America. Although suc- 
cessful to a surprising degree, this plan is 
not today continued by this particular house. 
The explanation is, I think, the explanation 
for the reluctance of credit men generally 
to go after these charge accounts in a broad, 
systematic, persistent and scientific way. 
We are all of us too apt to shrink from 
scientific effort, and to drop back into the 
rut from which the better activities of re- 
tailers’ organizations will 


sooner or later 


remove us. 

It is universally acknowledged the world 
over that if you have a good thing “it pays 
to advertise.” In every city in the United 
States, you find some retail store emphasiz- 
ing the fact that their growth is built on 
“Service.” If “it pays to advertise,” if 
through “service” a retail business may be 
profitably built, in what department of your 
store will you find better things to offer to 
the customer or in what department of your 
store can you offer more service than through 
the activities of your credit department? 
Why should a store not advertise in such 
a way as to attract those who are entitled 
to the great privilege of credit, 

Noah Webster, who made the dictionary, 
said “Credit is the reputation and influence 
derived from the confidence of others.” He 
also defined credit as “Good reputation: 
that which procures, or adds to, reputation.” 
We all know that credit is the very life of 
trade, but that, while faithfully maintained 
it is a good thing, it is capable of abuse. 
Not all of those who are called “slow pay” 
are “dead-beats.” Not all of those who 
have won the reputation of being “dead- 
beats” mean to be dead-beats. In many 
cases it is habitual negligence and thought- 
lessness that 


wins for the individual this 


unpleasant reputation. 

I have known of quite a number of cases 
where by personal contact with men and 
women who have ranked on the credit books 
of my community as dead-beats, reform has 
been brought about. When their bad repu- 
tation in the payment of their current bills 
was impressed upon them, and their eyes 
were opened to the value of a credit stand- 
ing, there has been, within my personal ex- 
perience, many instances of genuine reforma- 
tion. 

All of the Webster's were good people, 
and while Noah has given us many valu- 
able definitions of credit, Daniel Webster 
was regarded as quite an authority upon 
credit, as it affected national finance. You 
will find his speeches so filled with the word 
credit, that you would think he was a para- 
gon of virtue, when it came to individual 
conduct along this line. Yet, Daniel Web- 
ster, accepted everywhere as a wonderful 
leader of men, and a great statesman, fell 











you and I are dealing do today. Do you 
remember the story of how on one occasion 
Daniel Webster was pursued by an all-per- 
sistent creditor who saw no hope of obtain- 
ing cash payment and devised the plan of 
taking Daniel’s note? With the display of 
the great dignity for which he was famous, 
Daniel signed the note and with a sigh of 
relief said “Thank God, that’s paid.” 
Speaking of credits and speaking of Daniel 
—reminds us that so far as retail credits 
are concerned “skimmed milk often masquer- 
ades as cream.” You can not always “tell” 
in credits by a man’s reputation, You can 
not depend entirely upon tradition. Do you 
remember that in the old school books we 
habit of “last 


were in the reading the 


words” of famous men? Among these the 
last words of Daniel Webster were given 
as “I still live.’ We were all raised to 
believe that this was either Webs*er’s as- 
sertion of his belief in immortality, or his 
declaration that although dead, he would 
live in the hearts of his countrymen. Ben 
Poorly Poore, the famous historian, throws 
new light on this point. He tells us that 
Webster was occasionally fond of a wee bit 
When Webs‘er fell sick, the 


doctor visited him and noticing that the end 


of brandy. 


was not far away, instructed the nurse 
“Give him a tablespoonful of brandy, and 
if at eleven o’clock he still lives, give him 
another tablespoonful of brandy.” A large 
clock hung on the wall at the foot of the 
bed, and as the hands reached the hour of 
eleven, the nurse was not attending strictly 
to business. The distinguished patient turned 
to the nurse and feebly said “I still live.” 

You and I know that there are many men 
whose credit is personally good at the banks, 
and yet who are “slow pays” on the books 
of our retail stores. Is it at all strange that 
when men who are so careful in the main- 
tenance of their bank credits, are so indif- 
ferent in caring for their retail credits, that 
humbler people think it a very light matter 
to overlook such trifles as prompt payment 
for merchandise ? 

This brings us to the fact that it is our 
privilege as well as our duty to carry on a 
great educational campaign, much of it 
through personal contact, and the opening 
of the eyes of the slow paying individuals. 
So much has already been accomplished on 
this point through our credit bureaus and 
by the persistent, patient effort of credit man- 
agers, that a wonderful change has been 
worked on this line throughout the coun- 
try. 

Without much effort we obtain the charge 
With- 
out much effort we obtain the charge ac- 


accounts of slow-paying customers. 


counts of customers who habitually spend 
all of their income. But there are innum- 
erable people in every community who would 
be good pay, and for whom we should open 
charge accounts. Many of these reason that 
they spend less money when they pay cash 


than they would if they ran a charge ac- 


count. Now it is not our business to per- 
suade our customers to extravagance, for the 
careful protection of our*customer’s buying 
power is an important feature of the mer- 
chant’s effort. The merchant, no less than 


the customer, is interested in having his 
regular customer hold to a good financial 
condition. The merchant does not want a 
customer to permit the charge account to 
persuade him to extravagance. He wants 
the customer to use it as a convenience. The 
customer who refrains from a charge ac- 
count on the thought that it protects him 
from extravagance denies for himself many 
of the things which he really can afford, 
and to that extent drops a clog in business 
machinery. When through the inspiration 
of the educational campaign which is to be 
carried on throughout this country, the cus- 
tomer learns that the charge account is a 
help rather than a hindrance to his financial 
condition, and accepts it as as much of a 
convenience as he does money—which after 
all is only a medium of exchange—then he 
will no more waste credit privileges than 
he would waste actual cash 

There is an innumerable number of peo- 
ple which systematic advertising for charge 
accounts would bring into our stores and 
upon our books. Many of them will come 
they 
will remain when they learn that a charge 
account 


through newspaper advertising, and 


need not become an incentive to 
useless and extravagant expenditure. 

It is my firm belief that advertising for 
charge accounts, having the advertising 
properly worded, having the terms distinct- 
ly set forth, and bearing down upon the 
fact that only well meaning people are de- 
sired, will bring into the store a good deal 
of desirable trade. 

There is no greater service to a man in 
need than is the service rendered when you 
extend to him the great privilege of credit. 
There is nothing that can so easily be abused 
as credit. There is nothing that is more 
valuable to those who have it than is credit. 
It is my belief that an advertisement worded 
along the lines of the follewing will bring 


to the much desired and 


store accounts 
sought for by every retail establishment in 
your communities. 


WE DESIRE TO SERVE 


In every department of our store 
service to the customer is emphasized. 
In no department can more valuable 
rendered 


daily through the activities of our Credit 


service be rendered than is 


Department. In this department we 
render a service by granting those who 
The 
granting ef this privilege depends en- 
tirely uppon the one seeking it. 


are deserving a great privilege. 


We insist that this service shall be 
limited to those whose pay habits have 
been of such a nature as to make them 
desirable to all firms. In other words, 
we wish to grant the service extended 


through our credit department to those 
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who will agree and keep their agree- 
ment to render full settlement of each 
monthly account as the months go by, 

In order to obtain the great privi- 
lege that we offer for the first time. 
it is necessary that the applicant's past 
record with other stores shall be of the 
best. The credit men of our community 
have banded together for the sole pur- 
pose of protecting the credit standing of 
the worthy, and protecting our 
from the 


firms 
encroachments of the un- 
worthy. The credit men of our com- 
munity are performing the greatest sery- 
ice of any organization in the city, 
Through their activities they are build- 
ing up the credit standing and reputa- 
tion of our citizens and by he!ping to 
build individual 
building up the entire comunity. 


character thev are 


In advertising the services rendered the 
customer through the Credit Department, en- 
deavor to create within the mind of the 
reader that in extending the great privilege 
of credit at your store, you are not only ex- 
tending to the party a great convenience 
and favor, but that your department work 
is so administered that he whose name may 
appear upon your books is among the elect, 
and therefore it is an honor for him, and 
a recommendation to all men. 

This convention is called a convention of 
“retail credit men.” It would more truth- 
fully and more fully describe the final re- 
sults of the activities of each one of you 
should this convention be designated as a 
convention of builders of character, for it 
is recognized that character enters into the 
granting of credit to a greater extent than 
any other requisite. By patient, persistent, 
intelligent and kindly effort, many individ- 
uals who have a “slow pay” record, may 


be transformed into desirable customers. 


Furniture and Insiallment Stores 
Credit Methods Committee 
Continued from Page 28 
are vitally interested and remember that to 
him the purchase of that bill of goods is the 
biggest thing that he has undertaken for a 
long time. 
it with a smile. 
and not the old crab that he expected to find 
in the credit department. You can do your 


Get that personal touch and get 
Show him you are humen 


store more good by turning an account dowr 
with a smile than by taking it on with @ 
grouch. You are the connecting link between 
the customer and the store and if you do not 
sell yourself and your firm you will never 
have a satisfied customer, regardless of how 
satisfactory your merchandise :s. 

The very limited time allotted to this sub- 
ject has only allowed of the briefest analysis 
and I would recommend to the Association 
that a Committee be appointed for a further 
and more careful study of this division of 
Credit Department Methods and that various 


. jations 
details be worked out, recommendation 


made, and presented at the next National 
Convention. 
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Our Tenth Anniversary 


By S. L. Gilfillan, Minneapolis 


Our organization is passing the tenth mile- 
stone on the grand highway of its life and 


we are assembled here to celebrate that 


event. Its life may be likened to a coast to 


coast auto trip. 

Long before the time for starting we give 
the matter much serious thought and study, 
knowing full well that there will be many 
obstacles in our pathway, but believing the 
joys and benefits to be gained will outweigh 
these obstacles we decide to make the jour- 
ney. 

We tune up our machine, don our auto 
togs, say farewell to our friends and start on 
a journey that has hardships and dangers 
that our vivid imagination had never pic- 
tured. All goes well for a time but after 
several hours of “thirty miles per” over per- 
reach which a 


fect roads we roads upon 


few moments before apparently had _ been 


dumped all the waters of the oceans. Then 
we come to roads and bridges which are 
being repaired, causing long and trying de- 
tours, and to unmarked crossroads allowing 
us to wander far from the road leading to 
our destination. 

Thus the first day is spent, driving first 
under favorable and then under unfavorable 
conditions. Finally evening comes, we reach 
a town and search for a place where we 
may get our much needed rest. We oil up 
the motor, make the necessary repairs so 
that it will withstand the strains and bur- 
dens of the next day. A great many such 
days are spent in this way and finally we 
round a curve in the road on a hill where 
we behold our destination. 

We are now attending this convention on 
avery similar journey and we have arrived 
at the tenth stop. Before launching this en- 
terprise, serious consideration was given to 
the need for it and whether or not the re- 
ward would justify the necessary expendi- 
ture of money and effort. The pioneers real- 
ed there would be heavy roads, long de- 
tours, and that we would, without any prec- 
tdent to guide us, occasionally wander off 
on the wrong track and have to retrace our 
steps. 

However, we decided to make the attempt, 
on a bright sunny day back in August, 
1912, at Spokane, Washington, we stepped 
« the accelerator and have been going ever 
since and we are going to keep on until we 
teach one of the greatest and grandest goals 
the financial world has ever seen. 

let us stop for a moment and look through 
the telescope of Time at this magnificent 
and glorious goal. Reliable records tell us 
there are 550,000 retailers in the United 


States to say nothing of the professional men 
who need credit service. All retailers and 
professional men should and must some day 
be identified with this organization. Not 
only must we have this central office which 
we have heard so much about and which is 
going to be better but we will have to have 
district offices which will have jurisdiction 
over their respective districts. There must 
be local associations not only in every city 
but in every town and every county in the 
United States. Of course it goes without 
saying that every association must have a 


reporting bureau identified with it. 


The bureaus must be more efficient. Ev- 
ery bureau must have in its files a record of 
every account opened in the territory it cov- 
ers so that a complete check can be made of 
all accounts the applicant has and it must 
have in its files all real estate transfers, 
taxes paid, every legal action, fraud, non- 
sufficient fund checks, fraudulent checks, un- 


just claims, ete. 


It is true that a great many bureaus are 
now very well equipped but none of them 
possess all features and nove of them are 
complete in the features they do now possess. 
So much for the machinery. 

Now let us see it in operation. For ex- 
ample, suppose a fraud is perpetrated in 
Chicago. The central office at St. Louis is 
notified, which office notifies all district of- 
fices. The district offices in turn notify the 
local associations within their jurisdiction. 
The Secretary of the local association, by 
the relay system which is in use in some of 
our Cities, notifies all its meimbers within a 
few minutes. In this way a member in the 
most rural district could be notified of the 
work of the crook within a few minutes after 
the fraud is committed. Of course, credit 
information of all kinds could be transmitted 
in the same manner. 

It is true we have made considerable pro- 
gress but we are. still a long way from 
that state of perfection which we 
have. 


must 
We are going to experience many 
heavy roads and detours before we reach 
our goal, but who can say it is not worth 
effort? It does not require much stretch of 
the imagination to see the enormous power 
we will have at our command when even 
half of these 550,000 prospects are enlisted 
and our machinery is fully equipped and 
functioning in its fullest capacity, to check 
the obstacles to the successful operation of 
the machinery governing retail credits. 

We have arrived at the tenth stop in our 
journey to this high state of perfection. We 
are here for recreation, to gather ideas, to 
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renew old friendships, and to make new ones, 
and last, but not least, to adjust our ma- 
chinery so that it will carry us through 
another year of hard service. 

The burdens during the periods between 


these stops are always heavy. have 


They 
been extremely heavy the past year, espec- 
ially on our officers and I know I voice the 
sentiment of every member here when I say 
that we appreciate what they have done 
more than words can express. 

There is a tremendous amount of work to 
be done during this stop. It 1s going to be 
laborious for many of us and as usual there 
is going to be a tendency to heap too much 
work on too few shoulders so let us all, 
when asked to help, take off our coats, put 
our shoulders to the wheel and boost will- 
ingly with all our might. 

There are going to be many difficult prob- 
lems to solve. There are going to be many 
differences of opinion and many heated dis- 
cussions and perhaps many contests for dif- 
ferent offices. I hope there will be for I 
think this, if carried on in the right man- 
ner, lends spice to the meetings, but let them 
be carried on in a friendly, give-and-take 
spirit without jealousy or malice in our 
hearts. We must bear in miad that we are 
employees of the merchants and it is their 


interests we must serve and not ours. It is 
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the merchants’ money we ate spending in 
coming here so whatever action we take on 
matters that come up we must decided for 
the best interests of them and not for our 
own personal gain. 

These meetings are extremely vital to our 
organization. Without them it cannot thrive. 
The success or failure of our organization 
depends to a very great extent upon the way 
these meetings are conducted. It depends to 
a very great extent on the feelings in our 
hearts when we go back to our homes. If 
we go back with a strong feeling of en- 
thusiasm and a conviction in our hearts that 
we will boost for it with every ounce of 
power at our command, it is bound to forge 
ahead with great speed. 

Ten is a very significant number. It seems 
to stand out as of more iimportance than 
others. All money is based on the multiple 
of ten. We like to see it when we add, 
multiply, or divide. When we were ten 
years old we felt we were becoming young 
men and young women and we had many 
of the hopes and ambitions we have today. 
I hope that when this organization is ten 
times ten years old and we have all passed 
from earth and most of us are forgotten, it 
will be flourishing beyond the hopes of its 
founders. So let us make this, our tenth 
meeting, stand way above any we have held 
in the past. 

There is no reason why we should not. 
We have everything that heart could wish 
for. We are meeting in one of the greatest 
cities in the world and amid the greatest 
spirit of hospitality the world has ever 
known. We have in our President, Mr. 
Nelson, and our genial Secretary, Mr. Wood- 
lock, two of the greatest leaders that have 
ever guided the destiny of a commercial or- 
ganization. We have an unlimited amount 
of excellent material to draw upon for tim- 
ber in our structure. 

In conclusion let me urge every delegate 
to this meeting to work with a will, having 
in mind at all times the highest ideals for 
our organization; to carefully guard every 
thought. 


Report of Chairman, Com- 
mitee on Credit Education 
Continued from Page 27, Colume 3 
to devote sufficient time and energy to the 

development of this educational program. 

There are a number of men in this or- 
ganization well qualified to do this work. 
The problem as I see it as a result of my 
own experience is to find someone to take 
the leadership who can give sufficient time 
in order to do justice to the tasks. 

This association is destined to grow in 


numbers and in influence. In order that it 


may reach the high place to which there are 
possibilities of attainment it must make its 
contribution in the field of education on 
which all true progress is based. 
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It Saves The Adding Cost 


No matter whether the work is billing, or ledger posting, or state- 
ment writing, or any other branch of bookkeeping, the time saving princi- 
ple of the Remington Accounting Machine is always the same. It 
combines two operations, writing and adding, in one. ‘Thus it eliminates 
the separate adding and saves the separate adding cost. 


For every purpose it is the complete machine. No supplemental 
operations of adding, checking or proving are ever required. 


REMINGTON 


Accounting Machine 
For Bookkeeping in all its branches 


Send to us for our illustrated “(Something New and Better.’’ It 
tells you all about the new Remington Automatic Lock Proof of Clearance— 
the latest advance in bookkeeping. 


REMINGTON TYPEWRITER COMPANY 


(Incorporated) 


374 BROADWAY Branches Everywhere NEW YORK 
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——T'he Greatest Step Forward— 

















in Credit Records 


ETTER credit records are one of the most important needs in modern mer- 
B chandising. The demand has been most insistent for an equipment that 
would produce information quickly and yet be so compact as to house large 
lists in small space. In response to this Universal demand we designed and_pro- 


duced the 


Public Service Visible Index 
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Never before has there been an equipment which could compare with this 


new production for the purpose of securing credit information instantly. 


Compaétness is one of its prime advantages. Double faced panels are ‘made 
in duplex style approximately twenty inches high by eight inches wide with a total 
capacity of 480 index items or single line name strips. 


This feature makes possible the handling of many thousands of names im 4 
very limited space, thus making this particular equipment adapted for use in large 


establishments and equaliy economical in small stores with more limited requirements. 


Write today for detailed information on this latest development of 
RAND Visible Index Equipment. It is merely another indication of the 
pre-eminence of RAND leadership in the visualization of all kinds of 
Business Records, Ask for full information on your credit record problem, 


giving us an idea of number of charge customers which you are handling. 


Rand Company, Inc. 
1007 Rand Bldg. North Tonawanda, N.Y. 
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